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... YOUR OWN 
DISHONEST, 
INEFFICIENT 
SALES PEOPLE 


i the hard truth and princi- 
pal cause of inventory shortage— 
the persistent theft of cash by your 
own sales personnel. 


Every transaction is an open invita- 
tion to your sales people to steal the 
‘ proceeds for their personal use. 

And every cash theft is an inventory 

loss! Every sales person who fails 

to record or only partially records 

a sale is creating a stock shortage. 

Merchandise has been sold legiti- 

mately, yet you have no record of You can solve this serious problem effectively . . . through 

the sale. You are short that amount Willmark’s plan for Loss Prevention and Profit Protection. 

of stock . . . an inventory loss! By constantly testing your sales people, Willmark detects 
the dishonest, the real “shortage ereators.” By establish- 
ing and enforcing rigid rules for handling your cash and 
your merchandise, Willmark compels the highest standards 
of integrity among your sales people. This program puts 
the vital power of control directly in your hands . . . enables 
you to cut inventory shortages to an absolute minimum. 


This constructive program should be an integral part of 
your retailing operations. It is the only effective instru- 
ment with which to deal with your shortage problems. Act 
tony for inventory loss control in 1935! Mail the coupon 
now! 


i 8 8 = | 


; Please give me details of your plan for Stock 


shamans See VWILLMARK SERVICE SYSTEM INC. 


: Firm Name Builders of Personnel 
250 WEST 57° STREET NEW YORK CITY 
Adress . Ava | | the United States 
No. Sales People 
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STORY of shoe identification 

that’s hard to beat is told by 

Frank Balch, an inventor of Salem, 
Mass. 

“When I made my first trip to 
California, I took with me a pair 
of my father’s shoes of a singular 
style, known as ‘street slippers.’ In 
San Diego, I took them from my 





ALL ABT We 





trunk and thinking that a pair of 
shoe laces would improve them, I 
went to the nearest shoe shop, which 
happened to be a repair shop, car- 
ried on by an elderly Crispin. 

“Tt was with unusual sharpness 
that he looked at the ‘street slip- 
pers,’ and it was with more sharp- 
ness that he looked at me and 
asked: ‘Where did you come from?’ 
And when I told him Salem, Mass., 
he said right off: ‘Your name is 
Balch.’ This startled me greatly, 
for I had never seen the man in 
my life, and so I made haste to ask 
him how he knew me—even to 
telling me that I was a son of Frank 
Balch; and I was relieved when he 
explained what seemed to me a 
marvelous identification by simply 
saying: ‘I made these shoes for 
your father just forty-two years 


999 


ago. 








F RANK P. MEYER is running for 
Mayor of the City of Danville, 
Ill., and the primaries come Tues- 
day, Feb. 12. 

Mr. Meyer is one of the most 
active and enthusiastic association 
men in America. First president of 
the Illinois Shoe Retailers Associa- 
tion—and he holds that office at 
the present time. For many years 
he was a member of the directorate 
of the National Shoe Retailers As- 
sociation and at one time its na- 
tional treasurer. 

He is running for mayor in Uncle 
Joe Cannon’s town, where political 
potentialities are in the blood. 

When asked if he had any plans 
to put into effect when he is elected 
mayor, Meyer answered: “Only 
one so far. That is to raise the 





standard of living for all our peo- 
ple to normalcy.” 

“And what do you consider a 
normal standard of living,” he was 
asked. 

The answer was: “Oh, about the 
same as most people enjoyed prior 
to the crash of 1929-1930; an auto 
for each family, all electric appli- 
ances for each home; modern heat- 
ing apparatus; good clothes for all 
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the family and enough income to 
allow some saving for old-age com- 
fort. I feel that much, at least, is 
due all honest Americans.” 
* * * 

E doesn’t believe in sales. R. K. 

Bromer, shoe buyer for the 
Gerber store in Memphis vigorously 





* 4 y a 
ANNIE AC 
“Sales are expensive things, when 

one considers the extra cost of ad- 
vertising, extra help and also the 
usual lack of satisfied customers. 
No sale ever pulled more than three 
days. If a sale clicked, the people 
flocked in, making careful selling 
impossible. If it did not click, the 
total loss is very heavy.” 

On another line of thought, he 
stated: “The most important thing 
in department store operation is 
whether or not the shoe department 
coordinates with the store as a 
whole. Sometimes the shoe depart- 
ment is on too high a price level 
and again it is too low in price. 
Again, the style of the shoes car- 
ried, while they might be in the 
right price range, would be out of 
line with the general type of goods 
stocked. It takes a good shoe man 
to find his correct melding range.” 
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eres M. GOODE, speaker at 
St. Louis, says: 

“Our present condition, mind 
you, doesn’t reflect any great devas- 
tation from war. Or disease. Or 
even poverty! (At our lowest point 
of depression, this country had 
tucked away an extra billion of 
undercover cash.) But this situa- 
tion does represent a dangerously 
under-developed appreciation of the 
vital essentials of business. When 
one of the Florida orange growers 
told my friend Daniells that the De- 
cember freeze had done $15,000,000 
damages, Daniells replied: ‘That’s 
absolutely nothing compared with 
the damage our own failure to or- 
ganize our selling is doing us every 


year.” 


Lo Brockton Daily Enterprise 
tells of a new face in the bank 
picture, as follows: 

“Stockholders of the Brockton 
National Bank elected Albert Doyle, 
president of the Doyle Shoe Com- 
pany, an additional director. That 
was the single item of news. And 
what manner of man is this new- 
comer in the bank picture? Mr. 
Doyle has been in the shoe trade 
for 35 years, the past 16 yéars in 
Brockton as president of the Doyle 





Shoe Company, the factory that for 
27 consecutive months has operated 
on full time with consequent bene- 
fit to hundreds of employees and to 
the community in general. 

“The 20th century gentleman,’ 
Mr. Doyle has been called. He 
combines culture with exceptional 
ability and foresight as a manufac- 
turer and business man. His suc- 
cess in life has been a source of 
general gratification because it has 
been productive, honorable, well- 
merited success of benefit to Brock- 
ton, Brockton institutions and 
Brockton people. Qualites which he 
brings to the directors’ table will 
operate to the advantage of bank 
and city. 

“By and large, Brockton’s bank- 


ers are of the same sterling type.” 
* * * 


HARLES H. FELTMAN, of the 
Feltman & Curme Shoe Stores 
Co., Chicago, says: 
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—Brookmire Economic Service (very re- 
liable) gives in one of its recent Bulletins 
certain facts and figures which offer 
definite proof that we are making some 
progress towards economic recovery. 

—Industrial production in 1934 
exceeded 1932 by 23%. 
—Retail trade increased nearly 

15% in two years. 
—Construction rose 14%. 
—Transportation increased by 
15%. 
—National income rose ap- 
proximately 16%. 

—In 1933, owing to the speculative rise 
in prices, production ded Pp 
tion. 

—But in 1934, a safer balance between 
production and consumption was estab- 
lished. 

—So that today, with depleted inventories 
on all sides and a more liberal buying 
philosophy serving as a stimulus, it is 
safe to assume that 1935 will be a year 
of real opportunities for the militant 
business man. 


President. 








“We are looking forward to a 
business increase in 1935 which 
will be at least in the same propor- 
tion as we had in 1934—substan- 
tially 15 per cent.” 


* * * 


ELGUTTER, who has the 
+ Guarantee Shoe Company in 
Baton Rouge, La., says: 
“Everybody agrees that the pub- 
lic, as a whole, is tired of the 
cheaper grades of shoes, and is 
looking for better merchandise. 
Right here is where the indepen- 
dent shoe retailer stands supreme, 
provided he has the selection and 
sizes of good shoes wanted. The 
independent, by being closer to his 
trade and through his standing as 
a reputable business man in his 
community, can really influence his 
customers. His big opportunity is 
at hand. All he has to do is to 
tell the story of the good shoes he 
carries and his ability to fit them 
correctly. 
appeal will get more public re- 
sponse than all the price and sales 
promotion ever put on.” 


Right now that line of . 


1935 


OWN in New Orleans, the men’s 

shoe trade like their shoes bright 
and shiny. All window shoes are 
given a special polishing. In the 
Schumacker Shoe Store, I noticed 
that as a shoe was taken out of the 
box the salesman reached for a 
shining cloth, then give the shoe a 
good ragging before showing it to 
the customer. There are two rea- 
sons for that action, Frank Schu- 
macker told me. Number one is to 
remove any bloom and to give that 
extra bright look; while the other 
one is more psychological in ef- 
fect, in that it gives the customer 
the idea that the store thinks well 
of its goods. 

This is ‘one store where the sales 
organization goes out of its way to 
make the trade feel that its patron- 
age is appreciated. The conse- 
quence is the store does not have 
to do any great amount of selling 
when the customer returns for the 
second pair. 

This store specializes in men’s 
shoes. It has been found out that 
the great majority of men demand 
comfort first, so in adding new 
lasts the fitting qualities are given 
first consideration. 


* * * 


HE International Snow Shoe 
Convention opened at Lewiston, 
Maine, on Jan. 25. The carnival 


Be —~ 














lasted two days and scores of towns 
put on winter carnivals for home 
folks and Winter visitors—while 
the hotels provided equipment for, 
as well as instruction in, Winter 
sports—and all the hospitality that 
could be desired. 

At the North Station in Boston, 
one could rent everything from ski 
boots to helmets — everything 
needed for a Winter outing—and 
the stores in the carnival towns ran 
special sales of all sorts of Winter 
sport toggery—not forgetting the 
spectators—nor the dogs that haul 
the snow sleds in the races. 

Altogether,-New England is do- 
ing a thriving business in Winter 
sports. 





ITTING remarks by Ray Hopp- 
man: 


“Gol durn the competition!” 
Says old shoe dealer Brown; 
“Why should I try to fight it? 
“The darn thing has me down.” 


“Three cheers for competition,” 
So says shoe dealer Tate; 

“It’s made me climb out of the rut 
“And kept me up-to-date.” 

And a good way for a shoe dealer 
to meet competition is with comfy- 
feet-tion. 

It’s the “I” and “U” of it—the 
difference between rUnning a store 
and rulning it. 

I heard a report that the shoe 
dealers in Edinburgh are going to 
cease selling shoes with rubber 
heels attached—because they give. 








A buxom mother just came in for 
a pair of slippers—any size just so 
they were good spankers. 

Think of living in the Middle 
Ages when the knights had to re- 
move their shoes with a can opener. 

Or of going to a carpenter’s shop 
in Holland for a pair of shoes. 

Speaking of wooden shoes, | 
know of some people who could get 
the material for a pair out of their 
own heads. 

Appearance is important—never 
speak to a customer above a whis- 
ker. 

Bear in mind that little things 
count—a hole in a doughnut isn’t 
of any use in itself but it makes a 
doughnut a doughnut. 

You bet—a wise man always 
tries to do things right even if he 
is lefthanded. 

You’d think that some women 
were taxidermists the way they try 
to stuff a foot into a shoe. 

They should give their feet a 
shot of chloroform before they put 
their shoes on. 

Opportunity knocks to every shoe 
store proprietor but it doesn’t ex- 
actly break down the door. 

Absolutely—the only way to en- 
joy idleness is to work for it—so 


here goes! 
* * 


ape OSTROV, president of the 
Louis Ostrov Shoe Company of 
Akron, Ohio, says: : 

“I feel that total business for 
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1935 should increase, and we are 
estimating approximately a 10 per 
cent rise. We do not look forward 
to any particular rise in commodity 
prices. We expect to employ more 
persons during this year—first, as 
a result of our plans for expansion 
in opening new units, and, secon- 
darily, possibly also because of a 
further reduction in working hours. 
We believe that the operating costs 
for this year will average slightly 
higher than in 1934. Under these 
conditions, probably only moderate 
earnings can be expected during the 
year. We believe that there will be 
considerably more expansion of 
bank credit in 1935 than there has 
been during the past year, and we 
expect a certain amount of new 
financing.” 


* * * 


| gene a step! That sounds 
funny! However, “Walking 
Mike” Doyle of Lynn has offered 
to walk 2000 miles in 1000 hours at 
a penny a step—at the price of a 
penny a step—and he figures that 
if he gets the price then he will 
obtain $30,000 which he will turn 
over to a stadium building fund. 

That shows what shoes would 
cost if folks had to pay a penny a 
step for use of them. For a rough 
guess, at a penny a step, a pair of 
good shoes would cost the wearer 
something like $50,000. But one 
gets them for $5 or $10. 


"Somebody sold my shoes.” 
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Paget P. WOHL, president of 
the Wohl Shoe Company of St. 
Louis, says: 

“There are many _ conditions 
which make predictions difficult. 
One element, however, that is al- 
ways deserving of much considera- 
tion is the attitude of the people. 
It is evident that business men are 
hopeful, and this surely should go 
a long way toward promoting an 
improvement in business.” 


* * * 


Tt Buckley Shoe Store in Jack- 
son, Miss., is right next door to 
the town’s leading movie house, so 
Manager Beverly A. Covington has 
installed a free public phone right 
near the front door. Before and 
after shows, there is almost a steady 
stream of people, young folks, old 
folks and even kids who drop in the 
store to phone home for something. 
Now to get the most out of this free 
service, Covington has a three-sided 
wooden partition built around the 
phone. Here he gives his patrons 
some good reading about some one 
thing. Rainy days, he has a series 
of cards on rubber footwear. It was 
slippers and hosiery during the 
Christmas season. The idea has 


almost unlimited possibilities. Any- 
way it draws many people into the 
store, and that’s good advertising 
in itself. 





—— 


















No shoe merchant who has the shoes and service to 
do a real job in foot fitting can afford to pass up 
Foot Health Week. 

And his promotion must be keen! 

No longer is Foot Health Week confined to educa- 
tion. The pioneer work has been done. The upward 
surge of public interest in foot health during the past 
year makes it imperative that all such stores be identi- 
fied with the movement. In 1934 both national maga- 
zines and medical journals gave special attention to 
foot health. Here is a partial list taken from an article 
in Boot AnD SHOE RecorpER, December 29th— 


Journal of the American Medical Association. 
The American Journal of Nursing. 
Practical Home Economics. 

The Parent’s Magazine. 

The Woman’s Home Companion. 

The Literary Digest. 

Hygeia. 


This same article says: “The writer has seen a col- 
lection of pamphlets more than two feet high, repre- 
senting the output of 35 states, all of which have de- 
voted space ranging from a couple of paragraphs to an 
entire pamphlet to healthy feet and correct shoes.” 

Colleges and schools are taking increased active in- 
terest in foot health among students. A few weeks ago 
I attended a luncheon tendered to the committee mem- 
bers of a Women’s Association having a national mem- 
bership of more than 450,000—a part of a special 
foot health educational program. 

Through past Foot Health Week promotions, leader 
stores throughout the country pioneered the movement 
that has caught on—and reached such proportions that 
the merchant who is not actively identified with Foot 
Health Week promotion in his community will be in an 
unfortunate position. 

The shoe industry, through the retail stores equipped 
to render proper service in foot lifting MUST KEEP 
THE LEAD in this great-and growing Foot Health 
Parade! Leadership is the means of preventing the 


BOOT AND SHOE RECORDER, January 26, 1935 


Standard — 
Bearers 


great campaign for foot health from developing into a 
campaign of criticism of the shoe store. 

The public must feel and know that the good shoe 
stores in their communities are both leaders in the 
movement, and the sources of shoes that keep feet fit. 
The promotion of Foot Health Week should, of course, 
be along educational lines—this can never cease, for 
there will always be millions to be educated to foot 
health, and how to secure it. 

Cooperative promotion is best, because it combines 
unbiased propaganda in articles, speeches and radio 
talks and so on, to increase interest in foot health with 
advertisements and displays by various stores, empha- 
sizing their correct shoes and efficient service. 

Such a combination will be more convincing to the 
public than would a campaign in which the educational 
articles appeared over the name of the individual store. 
Back of this cooperative promotion by groups of stores 
in various communities should be the hearty coopera- 
tion of every one interested in feature shoes. Manu- 
facturers can contribute practical helps to their mer- 
chants. Their representatives can whip up interest 
among lagging merchants. Associations can stimulate 
action among their members. 

Boot AND SHOE REcoRDER will contribute, as usual, 
many useful plans, suggestions and articles. 

Foot Health Week is only a few weeks away—and 
several of those weeks will be given over to Spring 
promotions and Easter selling. That means that AC- 
TIVE ORGANIZING, PLANNING AND WORK must 
begin now—AT ONCE! 

With their increased interest in foot health, the pub- 
lic will instinctively measure your ability by your en- 
thusiasm. Stores than can, but refuse to accept leader- 
ship, will be adversely judged. 

But—this year, more than ever before, THE STAND- 
ARD BEARERS WILL BE PROFIT SHARERS. Ac- 
cept the LEADERSHIP that is your privilege and duty. 
Step out in the forefront of the greatest Foot Health 
Parade. 

NATIONAL FOOT HEALTH WEEK 
April 22-27. 


14 Ideas for Individual Promotion 


1. Have Feature Shoe stocks in good shape, so that 
you will not miss sales. 

2. Dramatize Feature Shoes in window displays and 
in the store. 
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Plan NOW to Be a Leader in the Great National Foot BY 
Health Parade, April 22-27 R. E. ANDRUSS 


Will Be Profit Sharers 


Have newspaper stories on foot health, foot care, 


1935 A P. RI L 1935 and proper shoes. 


s bad ¥ F s . Use banners and Foot Health Week posters every- 


M 
h ible. 
1 Z 3 4 5 6 ) Have Foot Care folders for distribution and pack- 
] ’ 
S 9 10 Te 8) oy BeStiree Foot Heath Exhibi 
_H test for B d Girls. 
IS 16 17 18 19 20) oe ie rect Health Week Colors (Green and White 


FOOT HEALTH WEEK i | suggested) throughout. 


. Have a Foot Health Parade of scouts, athletic 
groups and others interested. 














le 
. Have salespeople thoroughly acquainted With talk- } ~ 
ing points of Feature Shoes. > 
. Plan ads that emphasize the desirable features of x wt B 
your shoes, and your service, in the Supplement. <= 
. Use Foot Health Week posters in windows and Y 
store. We 
. Use vacant store windows for extra displays. 
. Have Free Foot Examination by local podiatrist. 
. Have special meeting for Physicians—to explain to 
them your Feature Shoes and service. 
. Send out announcements of Foot Health Week to 
your customers. 
. Have Foot care package enclosures. 
. Arrange to make short foot health talks. 
. Have salespeople wear ribbon badges, imprinted 
FOOT HEALTH WEEK, April 22-27. 
. Have a poster drawing contest for children—show 
these in your window. 
. Decorate your store attractively with Foot Health 
Week colors. 


14 Ideas for Cooperative Promotion 


. Use teaser ads for several days followed by a spe- 
cial FOOT HEALTH WEEK page or section in 
your papers. 
. Have letters or postcard announcements listing par- 
ticipating stores, sent out to every family. 
. Have a “Perfect Foot” contest in a local theatre. 
. Arrange for short talks to be given to schools, 
clubs, societies, etc.—also short radio talks. 
. Have proclamation by Mayor to open the week. HAVE YOU 
. A “walking race” will get attention. Marked This on Your Promotion 
. Have prizes for best window displays. Program? 
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LEATHER PRICES— 
PRO AND CON 


When prices of backs (sole leather) drop materially below hide ae as they now have, 


there is reason to believe that leather prices should and will a 


vance more: rapidly than 


hide prices. Chart prepared by Col. H. S. Wonson, sole leather statistician. 


At the monthly meeting of the Boston Boot and Shoe 
Club, held in that city Jan. 16, predictions of better 
times to come in the near future, of higher leather and 
hide prices and diminishing stocks (hence higher shoe 
prices) collided head-on with a warning that any sus- 
tained price advance will surely end either in decreased 
consumption or in the increased use of substitutes. 

To this club, under the leadership of President Max- 
well P. Gaddis, goes the credit for holding an outstand- 
ing economic conference of the new year, with the 
following as speakers: 

Arthur D. Anderson, editor of the Boot anp SHOE 
RECORDER; Owen C. Howe, well-known hide broker; 
Col. Harold S. Wonson, sole leather statistician of the 
Commonwealth Shoe and Leather Company; Solomon 
Agoos, president of the Allied Kid Company; Marcus 
W. McWeeney, shoe department manager of Kennedy’s 
Boston store and newly elected president of the New 
England Council of Shoe Buyers and Retailers, and 
Frank Jessup, of the Associated Industries of Massa- 
chusetts. 


Mr. Howe, in arguing the likelihood of higher prices, - 
stressed the fact that “there appears to be an under- 
supply of heavy hides and calfskins” which it may take 
two years to overcome; that there is more than a normal 
supply of light hides, part of which, however, is held 
by the government and part by traders on the Hide and 
Leather Exchange. This available supply of light hides, 
he said, could be increased if exchange traders were to 
throw their holdings on the market, but he felt that the 
worst that could happen would be a temporary market 
depression, as our prices are still the lowest in the’ 
world, no sizable stocks are held abroad and our ex- 
ports to foreign countries have been steady. 

He based his prediction of rising prices on the short- 
age created by the drought and the subsequent slaughter 
of 12 per cent of our cattle during last year. “A big 
percentage of these,” he said, “were cows. Consequent- 
ly, there will not be so many calves this Spring and, 
of those born, there will not be as big a percentage 
slaughtered as usual. They will be raised, because 
cattle prices are advancing. Therefore, it almost seems 
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Should We Consider Them in the Light 
of Their Effect on Shoe Consumption? 


safe to say that from now on hide production will 
gradually dwindle while hide consumption and hide 
exports will continue at a high rate—higher relatively 
than hide production.” 

“I believe we are facing a fairly extended period 
of advancing sole leather prices,” said Col. Wonson, 
in prefacing his address. “A shortage of heavy leather 
is already apparent and within the next few months 
may become serious. It is not at all unlikely that 
some shortages will also develop in the lighter weights 
of sole leather within the reasonably near future. With 
the law of supply and demand still in effect, the result 
on prices is obvious.” 


THE speaker summarized those factors which will 
exert an influence on prices over a period of the next 
four to six months and those exercising an influence 
over a period of the next year or two. The short-term 
factors, he said, are: 

“A—Increasing shoe production. 

“B—Probable shortage of leather. 

“C—Incorrect relationship between the prices of 
leather and of hides.” 

The latter he illustrated by means of a graph or 
chart, showing the price changes in hides and in leather 
over a period of the last few years. 

The long-term factors, Col. Wonson believes, are: 

“A—The long-time effect of the slaughter of drought 
cattle; and 

“B—Our inability to import sufficient hides to take 
the place of our reduced domestic supply because of 
the higher prices which increased foreign competition 
will impose on us.” 

To all of which Mr. Agoos replied in effect: 

“The needs of the consumer are many. The principal 
part of the consumer’s dollar must be used for food 
and shelter; of the remainder, shoes have to meet the 
severe competition of other wearing apparel as well 
as amusements. Any attempt on the part of our indus- 
try to raise prices at this time will result in a decreased 
demand or the use of substitutes.” 

“Tt is essential,” he said, “that our judgments should 
not be colored by our hopes. There are about four and 
one-half million on the government payrolls—many 
of them working only three days a week—affecting the 
spending power of about 18 million persons. There 
are about five million more unemployed, barely sup- 
ported by city and federal relief, affecting a further 
15 to 20 millions. We have had, and are still having, 
an interruption of employment. In spite of increased 
earnings by some, there is a considerable group—as 


SOLOMON AGOOS 


a result of part-time employment during the last few 
years—who have exhausted a portion, if not all, of 
their savings. Our export trade is diminished through 
quotas and tariffs. 

“In view of these facts and my own experience, 
supported by information from other industries, I be- 
lieve the demand for merchandise will, as in the last 
few years, continue chiefly in the lower price range. 

“On the whole, the year 1934 was not profitable for 
kid tanners. This is the aftermath of the orgy of buy- 
ing and sharply advancing prices, brought about by 
the devaluation of the dollar in 1933. In view of in- 
active buying last Summer, shoe manufacturers have a 
comparatively small quantity of kid on hand and there 
should be more kid sold the first five months of this 
year than in the corresponding months of 1934. Prices 
are somewhat higher than they were from June to Oc- 
tober because of the heavy inventories that existed at 
that time. A seasonal increased demand recently has 
decreased the supply somewhat and a fairly large por- 
tion of the excess consists of less desirable grades. 
Nevertheless, there is still too much leather on hand. 
Furthermore, since the kid tanners have, by their pa- 
tience, refused to be stampeded and have kept raw skin 
prices down to a reasonable point, I can see no reason 

[TURN TO PAGE 58, PLEASE] 

































THE greatest signpost to progress that has yet come 
to my personal attention developed at a meeting in 
Nashville, Tenn., which I was privileged to attend. It 
was a preliminary gathering of a group of retail shoe 
men who had a problem to solve—that of limiting sales 
and sales periods, together with uniting on city-wide 
regular promotions like Foot Health Week. 

Department store managers had their personal prob- 
lems to be ironed out, while in a somewhat lessened 
measure the lessees of space in department stores had 
a similar case, that of conforming to stated annual 
store events in which price was the dominant factor. 
Independent operators seldom ever have these special 
sales, yet they felt it would be unfair to allow some 
stores to have sales out of season and not permit others 
to enjoy the same privilege. 

To the credit of these shoe men, let me duly record 
that inside of two hours an agreement had been reached 
which was satisfactory to all parties. And if that is 
not shoe history, I do not know what makes more im- 
portant reading for future recording. 

With sales limited to only two a year, each one of 
two weeks duration, with certain times set for these 
sales, any buyer can merchandise his stock about 50 
per cent better. He will know that no one will start 
shooting whites in May, for the signed agreement calls 
for no white sales until after July 15. All chain and 
leased stores have been invited to enter into this pact. 

And, to repeat, that action constituted real progress. 
This same trade irritant, of having too many sales is 
prevalent in nearly every community. What has been 
accomplished in Nashville can be done in any city, if 
the will to do it is there. Try it. 

Most of the contributing factors which go to make 
a good town are found in Nashville. A large college, 
Vanderbilt; the benefit of the State House pay roll; a 
considerable number of residents of established wealth; 
a good nearby farming community; 28 industrial 
plants running at capacity include two shoe factories, 
those of the General Shoe Corporation and J. W. Carter 
Co. All of these form a substantial background. 

This is rather a conservative town regarding shoe 
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SIGN POSTS 


styles, a town in which general business keeps on a 
fairly even keel, never extremely high or very low. 
People here are very much given to trading in stores 
of recognized standing, stores in which they have 
traded for years. Names mean a great deal in this 
city, names of reputable merchants, names of mer- 
chandise which stands for quality. 

It will do any shoe man good to visit around the 
uptown stores with me. Let’s first see the head of the 
Nashville Shoe Retailers’ Association, L. H. Brown, 
who operates the shoe department in the Cain-Sloan 
store. He is one of the prime movers in welding the 
rejuvenated local shoe men together. 

Few shoe men in the country can equal the sales 
and net profit increase record made by Brown during 
the past four years. In common with most shoe men, 
Mr. Brown has a distaste for personal publicity, so his 
accomplishments are not widely known. 







His is the story of taking a shoe department in 1931 
which was dragging along then and making a phe- 
nomenal success of it during the time in which many 
shoe stores fell by the wayside. One line of actiom 
was followed consistently—the adoption of a business: 
policy which was just as honorable as the clientele to 
be served. This was amplified at the first meeting of 
the sales force in which the new manager told his co- 
workers: “There are three subjects which will always. 
be brought up in future meetings which have to do 
with your conduct in this store: 

“First, we expect the sales force to use the same tac- 
tics in handling trade as they would use in their own 
home. This includes the greeting at the door, the 
seating of the customer comfortably and all other ordi- 
nary courtesy details. 

“Second, serve the trade as conscientiously as though 
you were waiting on your mother or sister. 

“Third, my deepest concern in operating this depart- 
ment is not relative to the type of merchandise or the 
kind of competition but to be able to surround myself 
with the right kind of salespeople who will serve as I 
ask you to serve. I admonish you to always conduct 
yourself with the thought that you are a gentleman 
serving a lady.” 

As Mr. Brown meant every word of that, you would 
be surprised at the effect this had in the ultimate suc- 
cessful operation of this department. 

In 1931, the average retail cost of the inventory was 
over $7.00, while the average sales check was around 
$6.00. The past year the average sales check was 
$7.30. From a previous average of one sale a month, 
the present plan of only two a year has raised the tone 
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of the department and the sales volume considerably. 

Salespeople in this store understand that they are 
privileged to refuse to sell shoes to anyone they can- 
not fit right. The men soon realized that they could 
and should fit right, and they did. After the people 
of Nashville found out this policy they just flocked 
into the store. The store’s stock was sufficiently ample 
so that the boys on the floor could do a real fitting job. 
Good shoes are always carried, so the question of 
quality was not involved. 

The third generation of Meadors are now in control 
of this fine old firm, Alan and Harold, sons of Alan 


Senior. For 40 years this was a high-grade family 


By 
HARRY R. TERHUNE 


shoe store, but after the liquidation in September, 1933, 
it was opened as a specialty store for women and chil- 
dren with prices from $6.50 to $11.50. This business 
is conducted on the established principals of the 
founders or, as the boys say, they are developing the 
trade by having what the customers want to buy and 
not what the store wants to sell. 

“We have enough faith in our ability to know how 
to supply the needs of the trade,” they state. 

Since moving into their new modern store, a de- 
cided pick-up in the better grades of shoes sold has 
been noted, part of this is due to the general better 
business feeling and part to the pleasing surroundings. 
Customers no longer come in asking for a shoe at a 
certain price, but ask to be fitted to a pair of walking 
shoes, evening shoes or whatever type they have in 


mind. 
[TURN TO PAGE 48, PLEASE] 


How Nashville shoe merchants and department store 
shoe managers cooperated on a plan to solve the 
problem of limiting sales and sales periods and united 
on a joint promotion project for Foot Health Week 
and similar constructive merchandising, Field Editor 
Harry Terhune tells the story and calls it the most 
significant move he has observed in the course of 


his travels. 













ABOUT twelve years ago, when prohibition was at 
its peak in this country, I happened to enter a shop in 
Brooklyn to buy what was then a most unusual article 
to all law-abiding Americans. It was a cocktail shaker. 
When I paid for it, an old gentleman who had come 
into the store meanwhile said to me with a smile around 
his tomato-colored nose—“Say, boy, what are you go- 


ing to do with that after you buy it?” This little 
incident came to mind when I was asked by some peo- 
ple at home what the hell I was going to the States for 
in this rotten time of the year. In both cases the cor- 
rect reply has been “for spirits and for inspiration.” 
Concerning spirits I feel that everything is okay, and 
concerning inspiration we have already had a great 
deal of it and more to come. 

Many of you gentlemen are already known to me 
from notes in the Boot anp SHoE REcorpDER, so I am 
really very glad to meet you personally. I am a faith- 
ful reader of this excellent paper and you are indeed 
to be congratulated on having such a marvelous 
stimulus for your trade close at hand. By giving 
credit to the Boot AND SHOE Recorper, I feel that I 
am giving credit at the same time to the shoe world of 
America. Apart from the most valuable suggestions 
coming from Mr. Terhune and his staff, a trade paper 
is mostly a mirror of activities of the firms belonging 
to the actual trade. The pep and the brain work of 
the American shoe retailer must be highly appreciated 
by everyone who is a constant reader of the RECORDER. 

Now let’s go right to the facts. Talking about ad- 
vancements made in foot health on the Continent, I 
should not omit to mention England. In spite of the 
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The New York Clinic Was a Con- 
sensus of the Best Brains of the 
Industry Here and Abroad on the 
New Service Opportunity through 
Correct and Corrective Footwear 


ARTHUR JACOBY 


Internationally known Berlin 
shoe merchant whose address 
at the N.S.R.A. Orthopedic 
Clinic is published herewith. 


many sports performed in England or perhaps on ac- 
count of them there seems to be sufficient foot troubles 
to keep the foot doctors, orthopedists and shoemen 
busy. You may all know the efforts of C. H. Baber, 
one of the experts in the English corrective shoe trade. 
This man has done a lot to make his countrymen and 
women foot conscious. 

As I had no intention whatever to speak here about 
this problem, I might not be fully informed in saying 
that as far as I know, no outstanding inventions nor 
improvements are to be reported from England, except 
the most remarkable research work done by Mr. 
Bradley, who is known to you from the very interesting 
reports in the Boot anp SHOE RecorveER. Just now I 
have been experimenting with the foot measuring ma- 
chine, which is a very complicated affair, but seems 
very useful in the hands of an expert. 

Fitting schools and foot clinics have been established 
recently in England. However, the results are not yet 
known to me. 


On the other side of the channel is France, which is 
most interesting from the standpoint of what is 
neglected rather than what is performed. The state 
of feet is horrible in this beautiful country. Someone 
might come one day and stir these boys up as Walkover 
did in Berlin about 1906. 

Italy has very few foot troubles. Women are wear- 
ing extremely high heels but they are good on their 
feet, and no progress is to be expected with regard to 
foot health from this country, or from Spain. 
Switzerland is happy to be shoed to a great extent by 
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TOWARD BETTER 
FOOT SERVICE 


EDITOR'S NOTE: The Orthopedic Session of the National Shoa@ Retailers Association 
Convention was made conspicuous for progress by the presence of Arthur Jacoby 
of Berlin, who told of what was being done in Europe in betterment of shoe service. 
He brought new ideas and new ideals to freshen the opinions of merchants every- 


where. 


His address is published herewith. 


Leaders from all parts of the country, in serious debate, discussed the improvements 
made and the possibilities of future betterment of service at the fitting stool in the 
care and attention to troubled feet the world over. 


Bally shoes which have always been excellent in fit. 
Bally’s are very keen on improvements in their 
orthopedic lines. They are doing a great deal also 
to improve the retail service of their customers, and to 
make Swiss people foot conscious. Still the progress 
is only just beginning in this country. 


Anp now I come to the Fatherland. The extent of 
foot trouble is just about as great in our country as it 
is in America, but considerable progress has been made 
at home during the last decade. Sports, hiking and an 
open air education are guided by trainers appointed by 
the State who take care of health conditions. The much 
commented upon law which is obliging every youth 
under 25 years to serve for six months in what is called 
the Arbeits Dienst, will provide for a rising generation 
of greater strength and better health. 

I have to confess that I am not fully informed to 
what extent the State has already taken cognizance of 
foot health. Doctors are looking after the children in 
the schools at certain intervals. How competent they 
are regarding foot ills I fail to know. I beg to state 
that I am not selling children’s shoes at all. 

The hospitals are well provided with excellent pro- 
fessors of orthopedics. Amongst them you will find 
men of highest merits. 

Unfortunately, there is no cooperation whatever be- 
tween the medical doctors and the shoe men as it exists 
in this country, where doctors send patients to certain 
shoe stores with prescriptions to buy such and such 
shoes. Moreover, there is an outspoken opposition 
which is most regrettable to the shoe trade. We have 
no such things as podiatrists or chiropodists with a 
medical training. Some years ago I tried very hard 
to have Dr. Lelyveld come over to establish a replica 
of his fine foot-clinic. 

The activity of the German shoe industry is remark- 
able. Nearly every shoe manufacturer produces so- 
called health footwear. The variety of features em- 
bodied in these so-called doctor shoes is just as great 
as in your country. I am not going to be critical, 
however. I daresay that less features combined with 
perfect fitting lasts might prove more beneficial. 


My policy concerning foot troubles is governed by 
the general principle of the store to give the customer 
100 per cent SERVICE. This means in my translation, 
serve him with full truth and with sincere loyalty. 

When a sales person is engaged she signs a 
contract obliging herself never to tell a lie in 
her sales talk. At each pay day she must sign this 
obligation anew and she will get the sack at once 
if she is found out breaking the rule. 

Considering that prices in my store are by far the 
highest in Germany, and considering further that a 
store featuring mostly imported foot-wear is not looked 
at with sympathy in a country of nationalistic senti- 
ments, we realize that the possibility to carry-on and to 
make remarkable progress is due to the good-will 
created by our principles, carried out with greatest 
care by the Orthopedic Department. 


No kind of appliances or supports are sold and no 
shoes with inbuilt orthopedic features can be bought 
in my store. Moreover, when somebody comes to our 
place with a pair of loose arch supports in order to 
buy a pair of shoes, we do not sell him. Or when he 
insists we refuse politely but strictly all responsibili- 
ties whatever for the fit and the wearing qualities of 


the shoes. Certainly a refusal like this must be made 
in a most tactful manner. The prospect must feel that 
we deeply regret the loss of a sale so a small folder 
is handed to him in order to explain the reasons why 
it would be wasteful to buy our expensive, high-grade 
shoes if he is going to spoil their most important fea- 
ture which is—the fit—by putting in a pair of arch 
supports not made for this particular last. While we 
are not selling any arch supports, we are building into 
the shoes all necessary corrections to restore the 
proper balance, considering with greatest care the 
features of the particular last. The charge for this is 
from, 50 cents to $2.00. 

When a customer enters the store and has been 
made comfortable by taking care of his hat and coat 
or if it is a lady by putting her bag and parcels away 

[TURN TO PAGE 46, PLEASE] 
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BROGUES OR 
CUSTOM-BUILT 


—there’s a Goodyear heel for every style 
Mo people want rubber heels on their shoes 


today — and more people want Goodyear 
Wingfoot Heels than any other kind—millions more! 













Goodyear enables you to take advantage of this 
preference on every shoe you make — from rugged 
brogues to finest custom styles — with a variety of 
smart heel designs that reflect the same character 
you build into the shoes themselves. 


All offer the same long-wearing, foot-easy comfort 
that has made Goodyear Wingfoots the world’s first- 
choice heel. That’s why it pays to have them on the 
shoes you sell — because to millions the Goodyear 
name is proof of extra value. 





THE GREATEST NAME IN RUBBER 















WINGFOOT SOLES «> HEELS 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT HEELS THAN ON ANY OTHER KIND 
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STANDARD GOODYEAR WING- 
FOOT—world’s most popular, and 
most widely copied heel design. 
Non-skid cups. Neat, smooth-fit- 
ting. The aristocrat of rubber heels. 


NEW LEDGE TYPE -—gives 
rugged service. Non-skid 
cups.Nails down flat. Swag- 
ger campus style — popu- 
lar with younger people. 


THE RIBBED TYPE—neat, 
sophisticated, modern. 
Smart streamlined rib 
design gives added style. 





THE CUSTOM GOODYEAR — 
corrugated non-skid face. No 
nail holes. A de luxe heel in 


every way for your finest shoes. 
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THE 


EDITOR'S 


lr you have been traveling to conventions and the like 

and have not kept up on your reading of the Boot 
AND SHOE RECORDER, may we redirect your attention 
to the issue of January 5th, page 20, to the story: “If 
She Wears It, She Should Keep It.” The number of 
letters that have come to us show that the article was 
pretty well read. 

We are prompted to call your attention to it again 
on receipt of a letter from Harold R. Williams of 
Bergdorf-Goodman of New York, saying: “This article 
is one of the strongest bits of writing that I have ever 
seen, concerning a practice which is a vicious and 
ever-growing one. This article should be brought to 
the attention of every shoe merchant in the United 
States.” So we give you second notice to read and 
re-read it. 

R. E. Clock of Chisholm’s Boot Shops, Columbus, 
Ohio, puts another peg in the slogan, s*ying: “I'd like 
to see the Byot anp SHOE REcoRDER adopt this idea as 
a platform for 1935 and keep hammering away through 
your columns until you have educated every retailer 
into believing in this doctrine of self-defense.” 

Many other letters click on the same subject, some 
saying: “Surprised that someone hasn’t brought this 
question up long ago.” 

At any rate, take the Recorder of January 5th 
out of your file and re-read our recommendation: 
“It’s time to abolish the foolish practice of giving 
new shoes for old. Post in your store the notice: 
‘Be sure your shoes fit before you wear them. 
Under no circumstances can worn shoes be 
returned.’ ” 

Retailing is a careless practice in a way. It is the 
science of coaxing people into stores so that the mer- 
chant can take money in return for goods and services. 
Retailing has been going on for generations and 
changes take place in such a slow and insidious way 
that we have reached the day and age when the gentle 
art of wooing customers to come into your store is 
all tangled up with bribes and concessions and baits 
to sustain customer interest at all costs. No wonder 
the customer is fickle when so many offers are made for 
public favor. The argument goes unchallenged that 
the customer is always right. But with that sound 
basic principle has crept in a thousand and one errors 
and abuses. Sure the customer is right, when the 





Non-Returnable Shoes at Retail 


OUTLOOK 


BY 


merchandise isn’t up to specifications—when it shows 
faults in its making; but the customer certainly is not 
right when he or she abuses a principle and a practice. 
This abuse goes to the extent of returning shoes willy- 
nilly, no other reason being given but change of inter- 
est; and the merchant finds himself with a pair of worn 
shoes and a loss of the full retail price because he 
didn’t have backbone enough to tell the customer that 
the shoes were “fitted right, proved by acceptance at 
the point of sale, and they are now your property.” 


THE abuse of returned goods has been checked in 
many industries. Certainly no customer dares to return 
combs, hair-brushes and tooth-brushes, hair ornaments, 
hats—and anything that contacts the body. The 
hygienic reason is most evident in these cases. Unfor- 
tunately, shoe men cannot say much about the hygienic 
reasons in footwear for shoes have to be tried on in the 
process of sale but the hygienic reason is certainly 
present after the shoe has been worn. In the majority 
of cases the alibi of a poor fit isn’t a sound, legitimate 
one in the return of shoes. The majority of exchanges 
are made on that basis. The person may object to the 
fit of a pair of black suede shoes and may be perfectly 
satisfied with an exchange to a pair of blue suede shoes 
in the same size and fitting. Certainly the store should 
not be forced to make the exchange on so palpable 
an excuse. 

But basically, the problem is one of checking the 
practices at retail that lead to careless merchandis- 
ing and careless contact with the public. Some- 
where along the line in retailing a stand must be 
made by the merchant that he is right in this 
respect: “Be sure your shoes fit before you wear 
them. Under no circumstances can worn shoes be 
returned.” This would make imperative greater 
accuracy in fitting and greater responsibility on 
the part of both the customer and the public to 
make the purchase a final transaction rather than a 
continuing aggravation. 


BOOT AND SHOE RECORDER, January 26, 1935 






































Wit 
Shc 
mai 
mat 
the 
aro 
the 
stan 
you 


add 
WII 





CRAFTSMANSHIP DICTATES 
WINTHROP CONSTRUCTION 


The spirit of true craftsmanship is in the very air of the Winthrop factory. 
Winthrop craftsmanship dictates that only skilled fingers shall fashion Winthrop 
Shoes; that every operation shall be expert, unhurried, precise. Winthrop crafts- 
manship demands carefully selected leathers, linings, and real quality in all 
materials that make up a Winthrop Shoe. Winthrop craftsmanship developed 
the exclusive Winthrop pedicentric last with its new snugger, sculptured fit 
around the ankle, and ample tread, providing lower, better foot balance. But 
the triumph of Winthrop craftsmanship has been in the production of this high 
standard of quality to retail at prices that mean bigger volume and profits on 
your men’s fine shoe business. An unusually complete In-Stock Service is an 
added feature. Why not investigate this line now? 


WINTHROP SHOE COMPANY » ST. LOUIS »* Division of International Shoe Co. For complete partie 
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Carl Andreasen 





























THE advantage of being a salesman is that, while you may not know all the techni- 
calities of shoemaking, you acquire a singularly accurate idea of what the trade 
does and does not like. When you add knowledge of how shoes should be made, 
the advantage is doubled. Which theory, it is safe to assume, accounts for the fast 
step-up in production in the plant of the Racine Shoe Manufacturing Company 
when Carl Andreasen took over the management in 1932. Not only has he covered 
all phases of manufacturing during his connection with Racine but has sold shoes, 
with his ear to the ground, in nearly all parts of the country. The moves he made, 
after taking on his present job, sent pair-per-day production from about 650 to 2000. 
“I can do a darn swell job when it comes to talking about our shoes,” he writes 
us, “but I know very little of importance about myself.” So the REcorpErR has had 
to do the job which Mr. Andreasen admits he always flunks—that of painting a 
picture of a young shoeman of accomplishment in the field of management and 
selling. 
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HERE'S a Dainty Maid hit every 

season ... for Spring 1935 it's 
Suntafia, a swagger new oxford 
that is a headliner in the shoe news 
of the day. Suntafia's designed for 
smart warm weather wear . . . it's 
cool and comfortable and casual 
... yet with an unmistakable air of 
distinction that makes it dressy, too. 


Dainty Maid offers a full money's 
worth of style and salability in 


the Suntafia, a typical product of 
Dainty Maid quality and Brooklyn 
craftsmanship. If you missed the 
show ... don't miss Suntafa! Ask 


us to show it to you. 


When writing advertisers please mention Boot and Shoe Recorder 








This Color Contrast idea .. . 
the dark shoe with light, the 
light shoe with dark . . . goes 
down on the records as the 
season's most important fashion. 


A coordinated fashion program reflected in 
hundreds of exhibits and thousands of pairs 
of shoes. 
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By 
RUTH HARRINGTON 


A Summary for Spring 


HUNDREDS of exhibits, thousands of pairs of shoes. 
. . - What an amazing wealth of selection was offered 
at this last N.S.R.A. show on the “Isle of Inspiration!” 
But to us the most extraordinary thing about this con- 
vention was the evidence it gave of the coordinated 
fashion program in one industry. Each maker offered 
his individual interpretations, but underlying all the 
exhibits were five basic ideas. And the fashion show 
gave further focus to these five fundamentals for the 
coming Spring and Summer. 

1. First—and dominant in every type of shoe—the 
theme of Color Contrast. Light trimming on dark 
shoes, dark trimming on light shoes. The “reverse” 
treatment, of dark trimming on light, like the negative 
print of a photograph, was the newest note. But of 
increasing significance, as we get into Summer shoes, 
was the combination shoe with the light background 
and darker trimming in brown, navy and an occasional 
high color. Again and again this point was reiterted 


Five Important Fashion Fundamentals That 
Stood Out in the Style Exhibits at the 
N.S.R.A. Convention 


in the fashion show. Dark costumes with dramatic light 
touches calling for similar treatment in the shoe; light 
clothes worn with contrasting accents and accessories 
demanding a parallel color contrast in footwear. 

2. Navy blue, the first color of the convention—first 
in the fashion show entries, first in orders placed for 
pre-Easter selling. Navy blue with white was by all 
odds its newest expression. In kid, in calf, in the 
popular fashion of fabrics, and the high fashion of 
Spring suedes. High style houses featured dramatic 
white trimming in large areas of contrasting leather or 
fabric; in volume lines the contrast was handled more 
conservatively by means of stitchings, cordings and 

[TURN TO PAGE 48, PLEASE] 





BOOT AND SHOE RECORDER, January 26, 1935 


CQ Great Success 


Such is the report of the Weyenberg Shoe Manufacturing Company with respect 
to the new Massagic line of men’s shoes which they introduced to the trade six months 
ago. Featuring an air cushion insole that gives the whole foot a springy, resilient support, 
these shoes are truly a grand combination of style and supreme foot comfort. And in keep- 
ing with a strong trend in men’s shoe fashions, the Weyenberg Company has chosen kid 
as the most desirable finish for the Massagic line — more specifically Evans Kid, the sturdy 


thoroughbred-looking leather which enhances both the snug comfort and smartness of a shoe. 


John R. Evans & Company, Camden, New Jersey. 


The Massagic Shoe by Weyenberg 
Stock No. 2200 
Men’s Blucher in Evans Black (Ruby) Kid 


Potamidnt caithecs 


A DEFINITE SALES INFLUENCE 





When writing advertisers please mention Boot and Shoe Recorder 
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A GREAT many shoe stores will be holding clearance 
sales in February, and sale merchandise will tend to 
dominate the window promotion of these stores. Never- 
theless it is important to keep in mind the fact that there 
is important work to be done in February shoe windows, 
aside from the promotion of sales. Every retail shoe 
man knows that Spring shoe business starts much earlier 
than it did in the past, and most merchants are agreed 
that early seasonal openings are a thing to be encour- 
aged. They tend to cut short the period during which 
a considerable section of the public has been accus- 
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Here's a suggestion 
for a February South- 
ern footwear window. 
The accompanying 
article tells how to 


build it. 
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Play Up Profit Merchandise 
in February Windows 


tomed to buy merchandise at cut prices and in that 
way help to keep business on the profit side, even in the 
so-called dull months. 

This being true, it follows in logical sequence that 
the foundation for Spring selling should be laid in 
February by showing early Spring styles in attractive 
window settings. This applies particularly to women’s 
shoes, of course, for the average woman, even in the 
more northern. sections of the country, is decidedly 
Spring-minded at this time of the year. The influence 
of the practice of earlier seasonal openings is gradually 
extending to men’s business also. Clothing stores have 
come to see the light, and it’s the accepted thing for a 
lot of them to start showing the new season’s suits and 
accessories in some of their windows while others are 
still featuring end-of-the-season clearances. 

A lot of people will visit East and West Coast south- 
ern resorts in February, and you can sell Spring and 
Summer footwear to these customers, including sport 
shoes and the all-whites that are expected to play such 
a dominant part in the Summer business everywhere 
this coming season. You've very likely featured a 
Southern footwear window promotion in January, but 
it isn’t a bad idea to come back in February with an- 
other, bearing in mind the fact that thousands of peo- 
ple pick this month and the raw and disagreeable weeks 
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Einstein Gabardine domi- 


nates again this Spring. It is 
endorsed by Manufacturers 
and Retailers alike for its 
smartness and durability. 

The only Gabardine made 
exclusively for Shoes . . . it 


has no rivals. 


_J-EINSTEIN- INC: ONE PARK AVENUE-NEW YORK 


When writing advertisers please mention Boot and Shoe Recorder 
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The comfort argument is UF FOR <2) ge 


always in order in selling 
men's shoes. This window 
background can be con- ~ Ka 
structed easily and inex- 











pensively, with wallboard 





as the principal material. 


of early March as the best time to steal away for a 
Winter vacation. 

The continued popularity of the short Winter cruise 
to places like Bermuda, Jamaica and the Caribbean, 
especially among the many who crave a respite but can’t 
spare the time for an extended Southern vacation, sug- 
gests the timeliness of a February window display built 
around this idea and featuring fashionable footwear 
with a Spring and Summer flavor. 

You should plan to clean up your stocks of formal 
footwear for men and women, evening slippers, sandals 
and dancing pumps during the early weeks of this com- 
ing month. February holidays, such as Valentine Day, 
Lincoln’s and Washington’s Birthday, offer an excel- 
lent opportunity and suggest themes for windows which 
have been used over and over again but which never- 
theless have endless possibilities for new interpretations 
by the display man who is sufficiently original and re- 
sourceful to work out an old idea in a new way. 

In our enthusiasm for the new things and our im- 
patience to get away to a flying start on Spring promo- 
tion, let’s not forget that February is, in many locali- 
ties, a mid-Winter month, likely to develop storms and 
blizzards, together with the illnesses characteristic of 
the Winter season. Let’s not overlook the possibilities 
that lie in a final window promotion of protective foot- 
wear, including Winter-weight types of shoes for men 
and women, Arctics, galoshes and all sorts of rubber 
footwear. Statistics of the medical profession prove 
that most of the Winter illnesses—severe colds, grippe, 
influenza and pneumonia—are likely to reach their cli- 
max in the latter part of the Winter. 

Point out in newspaper advertisements and window 
displays the importance of foot protection in February 
and March. This sort of advertising and promotion will 
help you to clean up your Winter stocks of rubber foot- 
wear and those Winter types of shoes that will be un- 
seasonable a few weeks later. If you sell children’s 
shoes, emphasize the necessity of good, substantial 
school footwear during these dangerous months, and 


thereby sell some extra pairs before the Easter season. 

Every month is a comfort and corrective shoe month 
in these times when so much emphasis is being laid on 
this class of footwear. The merchant who aims to make 
the most of the sales and profit opportunities in ortho- 
pedic shoes should never let a month pass without at 
least one effective window planned along these lines. 
This week we illustrate a treatment for a window dis- 
play that dramatizes comfort shoes with the phrase “Are 
Your Dogs Begging for Comfort? We Give Comfort in 
Every Pair.” Needless to say, this is designed for a 
men’s shoe window. The setting is a simple assembly 
of wallboard panels in pleasing decorative form, serv- 
ing as an attractive backing for holding the wallboard 
circle on which are mounted cutouts of the dogs and 
the cutout letters. If you prefer, you can have the dogs 
and lettering painted directly on the panel. Two 
shelves at the top serve as a decorative border and to 
lift the shoes up where they can be more easily seen by 
vehicular traffic. 


THE Southern shoe window illustrated this week 
brings a new note of interest adapted from a popular 
song. The background is painted in simple flat colors, 
blue for the sky, tan for the sand and green for the 
palm tree. The two sun umbrellas may be cut out or 
painted on the seashore in alternate bands of brighter 
colors. In the left back corner of the window, imitate 
a quarter section of an umbrella by stretching white 
cloth over a framework made of bent srips of inch lum- 
ber, a quarter of an inch thick, mounted on scrap pieces 
of board. Paint wide bright red bands on the white 
cloth. This umbrella serves as a novel fixture on which 
to display shoes and gives a third-dimensional effect 
to the display. 

Cover the floor with sand and place thereon a dis- 
play of shoes, with beach ball, inflated rubber animals, 
etc., for atmosphere. If you do not wish to go to the 


trouble of making the umbrella, you can substitute a_ 


[TURN TO PAGE 48, PLEASE] 
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1935 ADVERTISING CAMPAIGN 
The Biggest We Ever Projected, to Give YOU 


the Biggest Dr.Scholl Year in Your Business! | 


Convinced that 1935 will register the largest 
volume of business in our history, and a stead- 























Instant (Reliof / 


CORNS 


CALLOUSES —BUNIONS — SORE TOES 


ily increasing flow of Dr. Scholl’s Foot Com- 5 5 


fort Appliances and Remedies across your own 
counters —we are releasing the biggest adver- 


tising campaign we ever attempted. NATIONAL 
But this tremendous selling drive in advertising MAGAZINES 


will do its best work ONLY when it is put to 
work in YOUR STORE, too! That is why 
attractive window and counter displays are 


made a vitally important part === 


of our plan for YOU. f 


Make this 
ADVERTISING 
YOUR 
ADVERTISING DAILY AND 


SUNDAY 




















Featuring THE You can get your normal share 
STREET SINGER a: of this increased business on 
idol of millions =| Wy, Dr. Scholl’s Zino-pads and other 
of radio listeners! (PIA / Dr. Scholl’s Foot Comfort 
. / Appliances and Remedies by 

merely meeting the demand. 


But if you want to get the full 

benefit of this big selling drive, 

ES ELE keep Dr. Scholl’s regularly “out front” as a 
POWERFUL constant reminder to buy these famous 
Dd taal em products at your store. Write us NOW for 
STATIONS our newest ideas and sales helps for pro- 
moting more and better sales for your store. 


THE SCHOLL MFG. CO., INC. 
World’s Largest Makers .of Foot Remedies and Appliances 


Wi 213 W. Schiller St., Chicago — 62 W. 14th St., New York 


Di Scholls Lino pads 


2 f, : Fi (Mi poy! 
: to ye 

stick Waterproof. Fleshcolor, Velvety-soft, 
to stocking. Do notvome Hide blemish. flexible Skin- 
Invisible. off in bath. es on feet, tex covering. 
The minute you apply the New De Luxe 
Dr. Scholl’s Zino-pads to corns, cal- 
louses, bunions or sore toes you'll feel 
grateful relief. 
These thin, cushioning pads are impreg- 
nated with a soothing, healing medica- | 
tion that immediately quiets the irritated 
nerves and quickly soothes the tender 
tissues. They are constructed to cushion 
and shield the sore spot from shoe fric- 
tion and pressure that cause your pain. 
They prevent corns, sore toes and blisters 
from new or tight shoes. 


Remove Corns and Callouses 

In every box of New De Luxe Dr. Scholl's 
Zino-pads are separate Medicated Disks for 
quickly, safely and pain- 

lessly removing corns and 

callouses. Never cut a corn 

or callous! If you have 

no corns simply use the 

soothing pads on any pare 

of the feet. 


New Features! 

De Luxe Dr. Scholl's Zino- 

pads have the new flesh col- 

or, waterproof Skintex cover- 

ing, so soft and flexible that [- 

it feels almost like human 

skin itself! Invisible under 

sheer hose; hides foot blem- 

ishes; won't soil, stick to 

the stocking or come off in 

the bath. i 
Try them! Sold at all drug, [2.47 
department and shoe stores. 


FLESH ‘COLOR 


WaAYa; 


Put one or 
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Orr nation-wide survey has proven 
that 1935 will be the biggest sport 
shoe year for retailers. Volume will 
be done in popular- priced sport 
, shoes. Style trend is toward single- 

Yel: Lue He Dwi tone effects of white and cream in 
buck or elk, with some two-tone 

effects remaining extremely popu- 
lar. Patterns will show a marked 
increase in decorative effects, and 
more liberal use of perforations. 





























MEN'S WHITE ELK BAL. Wing Tip. BOYS’ WHITE ELK BAL. Wing Tip. ol se Saddle, - _ Panel and 
Perforated. Rubber Sole. Riveted Ny Rubber Sole. Sizes 1-6. . . $1.35 Foxiag. Grain Innersole. Oak 
D Width. Sizes 1-6. $1.67%5 

















Shank. D Width. Sizes 5-11. $1.60 Sole. 


ENDICOTT- JOHNSON perc 











BOOT AND SHOE RECORDER, ‘January 26, 1935 


Enpicott-joHNson, sensing these trends, has 
created the most extensive line of sport shoes in 
the company’s history—over 100 styles and pat- 
terns IN STOCK. A few styles typical of the line 
are illustrated in this advertisement. This wonder- 
ful line of patterns, perforations and decorative 
effects IS correct from the standpoint of the most 





discriminating buyers, yet the 
shoes are priced to produce volume. 


“IT WILL BE SMART TO BUY EARLY” 





Ask your E-] salesman 
to show you the complete 
E-J sport shoe line... 


MEN’S WHITE ELK BAL. Brown Eyelet Pan- 
el, Vamp and Quarter Collar. Plain Toe. 
Ventilated. Widths C, D. Sizes 5-11. $2.00 











MEN’S WHITE CREAM BUCK BAL. ey 


- Wing Tip. Leather Heel. Widths 
B,C, D. Sizes 5-11 . . . . $2.05 us. 


WE 00 OUR PLAT 





WRITE TO Endicott-Johnson, Endicott, 
N. Y.; New York City; St. Louis, Mo. 


BOYS’ WHITE ELK BAL. Cord Vamp. for descriptive folders and prices . . . 
Rubber Sole. 9/8 Leather Heel. 


BETTER SHOES for LESS MONEY 
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MEN 5 ‘SHOES 
Selling Races 
Spring-Summer 


THERE’S a quarter of a billion dollars or more in 
stakes involved in the men’s shoe-selling races that will 
take place in the next five or six months throughout the 
country. Already they are at the first pole and early 
form from Florida via the N.S.R.A. convention, where 
the country’s leading handicappers held forth, suggests 
& smart racing reason. 

This highly scientific fraternity have doped the season 
with some care and have evolved a system that looks 
just about watertight. It is to be a season that is free 
of long shots, the form is definitely set down and the 
smart players are sticking very close to it. There are 
several stand-outs that, despite their odds-on quality, 
should pay a nice price. There are one or two sleepers 
in the offing that may upset form, but even the smart 
ones give these bets a chance. This is a healthy sign, 
for when a big stable admits that there are sleepers in 
the barn, you can wager that it will be an exciting and 
profitable season. When the doldrums come along in 
July, and they are rounding into the stretch, it may be 
exciting to see some grey mare give a run to both light 
horse and dark horse. 

The first race on the card is the old battle of color. 
There is a decided atmosphere of WHITE about the 
barns this Spring. Wise players are laying future bets 
on WHITE all away across the board. Several handi- 


cappers that should know say that they can see noth- 
ing but WHITE. The WHITE stable on advance form 
from Miami is a honey. The charts say they are put- 
ting them across every day down there and that they 
are paying sixty to one. BLACK and WHITE and 
BROWN and WHITE combinations figure well on last 
year’s form and should be well up in the money. 
BROWNS will be good especially in the proper leather 
classifications. One major stable is playing the new 
FAWN shade for the high style sport business. This 
lad looks like a sleeper and, although very well con- 
nected, there is very little form available on him. It is 
definitely a long shot, but it should be treated with a 
great deal of respect. 

The Spring leather handicap is just as easy to dope 
as the color race. It’s a stand-out and it’s genuine 
WHITE BUCK all the way and well out in front. Calf- 
skins, grained and straight, are causing special notice 
—with a good deal of attention being paid to reverse 
calf. Patent leather will be well up for evening wear, 
but will not be able to get up into the volume money. 

The town-wear handicap entries are a trifle more dif- 
ficult to figure, but the consensus of opinion is that the 
modified custom last will figure best in this long, 
In the eastern division, the custom last 


gruelling race. 
[TURN TO PAGE 46, PLEASE] 





Consensus of Best Style Bets for Spring and Summer 


Weather Clear, Track Fast 


COLOR 


LEATHER 


TOWN WEAR 


COLLEGE 


SPORT 


* Indicates Best Bet 


EVENING 





WIN 





White 


Black and White 
Brown and White 


Combinations 


Brown 





Genuine Buckskin 


Calfskin 


Grains and 
Novelties 





Custom Last, 
Plain toe, Con- 
servative Exten- 
sion 

Black Calf, Plain 


Stitched, Medium 
Toe 


Cool Weights, 
Flexible Con- 


struction 





*All White Plain 
Toe, Heavy Lam- 
inated Crepe 
Sole 


White Elk, 
Plain Toe, 
Black Saddle, 
Black Rubber 
Sole 


Brown Reverse 
Calf 
Monk 





All White Buck 
—Plain or Wing 
Tip Colored Rub- 
ber Sole 


Black and White 
Brown and White 
Combinations 

Leather or Rub- 
ber Sole and Heel 


Fawn or Fawn 
and Grey Com. 
binations, Wing 
Tip, Flexible Con- 


struction 





Black Patent 
Tuxedo Ox- 
ford. 


Black Patent 
Tuxedo 
Pump 


Novelty 
Sueded 
Leather 
Effects 
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WHEN YOU DISCUSS BUYING 
AND SELLING PROBLEMS 


Remember—no shift in demand for shoes with 


Kistler “Bench Brand” outsoles need be feared. 


The public does not run away from a good thing. It goes 
to it—stays with it. Whoever turned a dealer down who 
fitted a car to “shoes” that stood up? This conspicuous 
human trait is seen in the footwear field as in other busi- 
ness. The demand for serviceable sole leather is constant. 
Thus it can be accepted as true, that shoes bottomed with 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE. 
will always find a ready market. In this outstanding prod- 
uct for street, dress, sport and heavy-duty shoes, there is 
far more than a bottoming material. Its inherent merits 
are as tools of trade which, when rightly used, form the 
is er ‘blocks of service and satisfaction upon which profitable 
-B. ... It’s an advantage in buying to have the names of e ’ 
shoe manufacturers making shoes that carry KISTLER businessrests. Don’t pay the penalty of poor sole leather. 


“BENCH BRAND” LEATHER SOLES. Write us for them. 
Rs 
us. 
WE00 ove nant 


This chart represents a side 

of leather. The part used for 

KISTLER “BENCH BRAND" LEATHER COMPANY 
SOLES is about 13% of the FOUNDED - 1840 


pr wrane ) ‘BOSTON:MASS: 
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National Shoe 


ASSOCIATION NEWS 





AND TRADE VIEWS 





“I have been so busy with the results, direct and indirect, of 
the most successful shoe retailers’ convention to date that I have 
not had a second to write you. 

“Everywhere I went during the days of the convention, I heard 
individuals and groups commenting that this convention was the 
best they ever attended and much of the credit for its exceptional 
program, its advance organization and its smooth functioning was 
due to your management. 

“Incidentally, I want to say that much to my surprise, 
several out-of-town buyers from quality stores (my regular 
accounts) placed orders with me during the convention. 
This was quite unexpected, as you will understand consid- 
ering my type of line. I also received calls in our show- 
room at the Commodore from several buyers representing 
quality retailers, who, for the past few weeks, have felt 
that they couldn’t successfully sell such a high-priced and 
style line as ours in their individual cities. Now they are 
expressing a concrete buying interest. 

“Undoubtedly you have received many letters similar to this but 
I want to add my individual statement as a matter of regard and 
again compliment you for the excellent job you did. 

“(Signed) D. LAVALLE, 
“La Valle, Inc., New York City.” 
+, * + 

“It affords me much pleasure to write you and compliment you 
on the result of the New York Show. 

“Everything went along in fine shape, every little detail was 
worked out, there was a splendid type of merchants in attendance, 
and I feel that the results, as a whole, were most satisfactory to 
everyone. 

“(Signed) FITCHBURG SHOE COMPANY, INC., 
“Per: A. L. Briggs, Pres.” 
* * * 

“It must be extremely gratifying for you to know that 
the majority of the people who attended the National Shoe 
Retailers Association Convention spoke of it as the finest 
convention that has ever been held in the shoe industry.” 

“(Signed) SHOE FASHION GUILD OF AMERICA, INC., 
“By: W. R. Parrot, Ex. Mgr.” 


* * *& 


“I wish to congratulate you on the splendid convention and par- 
ticularly on the start made in the Wednesday morning Foot Health 
Clinic. It was one of the best meetings of the sort I have ever 
attended. 

“It was very evident that there are a great number of shoe men 
vitally interested in foot health. 

“(Signed) T. L. NORTHUP, D.O.” 


“I want you to know that I, for one, fully understand the tre- 
mendous amount of work and the organizing ability that was re- 
quired of you in making your January convention the tremendous 
success it was. 

“(Signed) H. R. QUIMBY, Editor, 
“The Shoe Style Digest.” 
* + ae 

“I have received many telegrams from both shoe manufacturers 

and retailers attending the convention stating the convention in 


Statements by Manufacturers and Others 
Saying “The Greatest Convention in Shoe History !” 





New York City is the very best in history stop This pleases me 
very much and I hope the tendency toward one united show in 
the industry will receive consideration to the end that it will be 
an accomplished fact for 1936 stop My sincere congratulations to 
you, your officers, directors and committeemen who contributed 
to this grand success. 


“(Signed) HARRY C. McLAUGHLIN, 
“Potter Shoe Company.” 


* * * 


“Dear Mr. Holden: 

“I do not remember ever attending a dinner that was so full of 
life, gaiety, entertainment and charm, as this dinner. I saw your 
touch in everything. And I was especially pleased with your beau- 
tiful little essay on ‘The Isle of Inspiration,’ which was presented in 
so dramatic a manner. 

“(Signed) JOSEPH H. APPEL, 


“Executive Manager.” 


* * * 


“I want to take this opportunity to congratulate you on the 
splendid showing you have made, and assure you of our heartiest 
cooperation in your future endeavorings. 

“(Signed) GREGORY & READ COMPANY, 
“By: John E. Harriss.” 


* * * 


“My Dear Mr. Holden: 

“My sons, Henry and Paul, and Mr. Taylor report a perfectly 
arranged convention in every detail. They also report liberal buy- 
ing which they themselves indulged in to a considerable dollar 
volume. I want to congratulate you and compliment you and the 
Association for your courage in facing the difficulties that con- 
fronted you when you stepped into the job and accomplished the 
successful results that you did. 

“(Signed) O. H. HASSEL, 
“Hassel’s Shoes, Inc.” 
* >» a 


“I want to say that I never attended or enjoyed a better 
convention than the one you pulled off in New York last 
week.” 

Sincerely yours, 


“(Signed) JOHN O’CONNOR.” 


’- * * 


“The writer takes this opportunity to congratulate you on the 
wonderful way that you put over the ‘National Shoe Retailers’ 
Association Convention.’ You brought ‘The Isle of Inspiration’ right 
into the convention. 

“Between the convention and the banquet, they are both two 
affairs that will live for many years in the minds of those that 
attended both affairs, and the writer wishes to thank you for the 
wonderful time he had at the convention, and is looking forward 
to your next convention. 

“Yours very truly, 
“(Signed) ARROW OF BROOKLYN, 
“By: Julius Wohlgemuth.” 
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Retailers Association 


Service Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 





Some Trade Press Comments on the 24th Annual 
Convention of the National Shoe Retailers Association 


“Looking at it from every angle, the Retailers’ Show in New 
York last week was undoubtedly one of the greatest successes in 
the way of shows ever staged in the shoe industry.” . . . 

“The spirit and enthusiasm of the New York Convention really 
dwarfs into puerile insignificance the participating fee issue that 
tried to legalize out of existence a trade gathering that spon- 
taneously proved its place in the shoe industry sun. So, we repeat, 
from every angle it was demonstrated that the trade, from re- 
tailerg to manufacturers and auxiliary firms, want a continuance 
of this high character type of assemblage, which was conducted 
in a manner reflecting unusual credit on the management.” .. . 

“As a praiseworthy climax it was noteworthy that President 
Mittelman sent a telegram to the National Boot & Shoe Manu- 
facurers’ Association, at their convention in St. Louis, éndorsing 
an all-shoe-industry, show with all interests allied, and promising 
the cooperation of N. S. R. A., thus exhibiting a commendable 
spirit of fairness.” 

—American Shoemaking. 
January 16, 1935. 


“The National Shoe Retailers Convention held in New York 
this week was a real success. This is the consensus of opinion of 
exhibitors and visitors. And, after all, satisfied exhibitors are the 
last test of the success of a show. 

“The reasons for this are: that the show was well run—experi- 
ence attained in running 23 previous conventions has been made 


use of by the Association. About 400 exhibitors were concen- 
trated on seven floors of the Hotel Commodore. Arrangements 
for uniform signs and set-up equipment anticipated the shoe manu- 
facturers’ arrival on Sunday, and the show was under way by 
Sunday afternoon. 
“The attendance was good. Shoe buyers—and we emphasize the 
word BUYERS—were on hand from all over the country.” 
—Weekly Bulletin of Leather & Shoe News. 
January 12, 1935. 


“The recent convention of the National Shoe Retailers’ Associa- 
tion, from a standpoint of interest, left but little to be desired. 
Ineresting addresses on most timely topics, ranging from the mer- 
chandising of shoes to the manner in which proper fit can be in- 
sured to consumers, were delivered and a wealth of material was 
obtained by those fortunate enough to attend this annual affair.” 

—Shoe and Leather Reporter. 
January 12, 1935. 


“Working under the financial handicap imposed by the Shoe 
Code, the N. S. R. A., nevertheless, staged a program and style 
show such as this trade had not witnessed before. From the merest 
mechanical detail to the careful planning of the style clinics, the 
job evinced fine organization and broad understanding of the in- 
dustry’s problems. 

—Hide and Leather. 
January 12, 1935. 


Send your membership fee for 1935 to Headquarters at once. You owe it to yourself 
and to good business to send in your check for your 1935 dues immediately. If this 
is to be a year of retailing profit, you must have the counsel and guidance of the 
National Shoe Retailers Association. You must support our Association in 1935! 








Firm Name 
Voting Member 
Street’ Address . 


other cities. 








APPLICATION FOR MEMBERSHIP FOR 
NATIONAL SHOE RETAILERS ASSOCIATION 


3022 EMPIRE STATE BUILDING 
, NEW YORK CITY 


Enter my/our membership in the NATIONAL SHOE RETAILERS ASSOCIATION. 


Due payable in advance $500 annually, plus $200 for each additional store operated in the same or 


1935 
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ATLANTIC City, N. J.—With a record- 
breaking number of exhibits by man- 
ufacturers and wholesalers and a pro- 
gram of unusual interest, the Middle 
Atlantic Shoe Retailers’ Association 
staged another successful convention at 
the Hotel Madison here on Monday, 
Tuesday and Wednesday of this week. 

It was the 21st anniversary meet- 
ing of this enterprising regional group 
and the atmosphere of optimism and 
enthusiasm that prevailed at all of the 
sessions points to a promising future, 
both for the association and for the 
shoe merchants comprising its mem- 
bership. While unfavorable weather 
tended in some degree to reduce the 
expected attendance of retailers on the 
opening day, the luncheon room was 
nevertheless well filled when the con- 
vention assembled for its first session, 
and later arrivals increased the num- 
ber of merchants present on Tuesday 
and Wednesday. 


President Reineberg Reports 


I. C. Smashey, of Bridgeton, N. J., 
chairman of the Program Committee, 
presided at the noon-day luncheon 
meeting on Monday, and Rabbi Henry 
M. Fisher of Beth Israel Temple gave 
the innovation. President Edward 
Reineberg of York, Pa., emphasized in 
his message to the convention the fact 
that its sessions are modeled on the 
town meeting idea, with plenty of op- 
portunity for everyone to participate 
in the discussions of retail problems. 
These open forum discussions were an 
important feature of the program on 
Monday and Tuesday. 

President Reineberg’s report re- 
viewed the activities and accomplish- 
ments of the Middle Atlantic associa- 
tion during the year, including the ap- 
pearance of its officers before the 
Darrow committee and the Federal 
Trade Commission at Washington and 
various trips to Harrisburg in connec- 
tion with taxation proposals, which. 
if adopted, would have laid additional 
burdens on retail merchants. He paid a 
fine tribute to the energy and efficiency 
of Cal J. Mensch, association secre- 
tary, who, he declared, has come to 
be looked upon by code authorities in 
Washington as a leader in retail activi- 
ties and an expert on the problems of 
retail business. 

Among the important subjects which 
should receive association attention 
during the coming year, Mr. Reineberg 
listed the problem of raising the stand- 
ards of quality in footwear; Federal, 
State and local taxation, the proper 
timing of seasonal openings, the per- 
petuation of the independent retailers 
as the dominant factor in shoe distribu- 
tion, the achievement of a more com- 
plete harmony and cooperation among 






Middle Atlantic Merchants Meet 


Confidence in the Business Outlook for 1935 
Is the Keynote of Convention at Atlantic City 





1935 M.A.S.R.A. 
DIRECTORS 


The following directors were 
elected for a term of three years: 
. George N. Geuting, Philadelphia, 

a. 

A. N. Foster, Uniontown, Pa. 

Roy Walter, Wilkes-Barre, Pa. 

1. C. Smashey, Bridgeton, N. J. 
‘ =“ M. Bendheim, Wilmington, 

el. 

Charles A. Nagel, Norfolk, Va. 

Warner Pierce, Washington, D.C. 

C. Fred Bikle, Hagerstown, Md. 


The directors will elect the offi- 
cers who will guide the association's 
activities during the coming year. 





the various trade associations, an edu- 
cational drive to elevate the standards 
of the retail shoe trade, the protection 
of the retailer of nationally advertised 
lines against destructive department 
store sales, particularly at the begin- 
ning of the season, and against the 
demoralization that results when sur- 
plus stocks are thrown on the market 
at prices which undermine the profit 
structure. In conclusion he sounded a 
strong note of optimism regarding the 
business outlook for the coming year. 


Stability of the Shoe Trade 


Everit B. Terhune, president of the 
Boot AND SHOE RECORDER, who followed 
Mr. Reineberg, emphasized the stability 
of the shoe business in contrast with 
most other industries by showing that 
production has been well maintained, 
even during the years of depression. He 
also cited the strong position of the in- 
dustry in the United States by compar- 
ing the statistics on world shoe pro- 
duction, in relation to population, with 
the production figures of this country. 

With regard to the future, Mr. Ter- 
hune saw a favorable outlook for shoe 
merchants and shoe manufacturers in 
the signs that point toward a higher 
standard of living and increased pur- 
chasing power for the masses of the 
peonle. He predicted that the kind of 
credit inflation which seems probable 
is likely to prove beneficial to retail 
business rather than injurious and de- 
clared that sport and recreation foot- 
wear seems certain to surpass all pre- 
vious sales records in the coming 
Spring and Summer season. He em- 
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phasized the fact that of the million 
and a half retail outlets recorded in 
last year’s Census of Retail Distribu- 
tion, 1,200,000 were independents, show- 
ing that the expansion of chain groups 
has been less than many have sup- 
posed. In closing he stressed the im- 
portance of a proper margin of profit 
in the conduct of successful business. 

Harold R. Quimby, editor of Shoe 
Style Digest, spoke of the functions of 
the trade press and its contribution to 
industry. He declared that trade pub- 
lications are the newspapers of busi- 
ness, which take white paper and, 
through personality, illustration and 
typography carry the news of impor- 
tant developments in an industry to 
those who are engaged in it, so that 
they may perfect their plans according- 
ly. He cited a concrete instance in the 
recent publication of an item of fashion 
news from Paris which resulted in the 
creation of a group of shoes in the 
so-called peasant colors in an incred- 
ibly brief space of time. 


Urges N.S.R.A. Membership 


Jesse Adler of New York, chairman 
of the Executive Committee of the Na- 
tional Shoe Retailers’ Association, 
brought the greetings of the National 
and told of its value to the regional 
and local associations, as well as to 
the individual retailer. He urged that 
every retailer present become an in- 
dividual or firm member of the National 
and declared the value of the work 
done by the N.S.R.A. in the drought 
hide situation alone was worth more 
to every shoe merchant than he could 
pay in dues in a lifetime. 

Following the addresses of the 
speakers, Gordon Evans of Scranton, 
Pa., chairman of the Display Commit- 
tee, presided at an interesting open 
forum discussion of merchandising 
problems, with Mose Leibowitz of York, 
Pa., leading the discussion. 

Fashion was the principal subject at 
Tuesday’s noon-day session. when Vice- 
president Roy Walter of Wilkes-Barre 
presided. The opening address, how- 
ever, was devoted to the subject of 
retail insurance, with James L. Oakley 
of Philadelphia, representing the Na- 
tional Retailers’ Mutual Insurance 
Company, as the speaker. He was fol- 
lowed by T. L. Husselton, executive 
manager of the Atlantic City Chamber 
of Commerce, who gave an inspiring 
“pep talk,” urging the retailers to make 
a more intelligent study of their own 
business, to know their costs of opera- 
tion and make sure of an adequate re- 
tail profit. Mr. Husselton predicted a 
substantial improvement in business in 
1935, declaring that Atlantic City is 
looking forward to the best season since 

[TURN TO PAGE 44, PLEASE] 
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A NEW PITTCO STORE FRONT 
Drew 32% 


more business to 
this Shoe Store £ 


1935 
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HEN you modernize your 

shoe store with a new Pittco 

Store Front, the result can be defi- 
nitely measured in dollars and cents! 
For a new Pittco Front... modern, 
attractive and yponne ...» builds 
up your sales volume by drawing 
new customers, helps you to keep 
your old customers, and goes far to- 
ward bringing you your share of the 
potential a Ti in your community. 
Proprietors and owners of shoe 
stores everywhere, like the one 
whose store is pictured here, have 
tempted more money into their tills 


rc 


by modernizing their shops with 
Pittco Store Front Products. That’s 
why you owe it to your business to 
investigate Pittco Store Fronts. Our 
new book “How Modern Store 
Fronts Work Profit Magic” will 
show you what a new Pittco Store 
Front can do for you. The book 
contains not only numerous photo- 
graphs of actual, successful, Pittco- 
remodeled stor s... some of them 
just like yours... but also helpful 
facts and figures to show resulting 
business increases,etc. Send the 
coupon for your copy today. 





Carrara Structural 
Glass 


Pittco Store Front 
Metal 


Pittsburgh Mirrors 





ITTCO 


Prone t FRONTS 


PRODUCTS OF 


PITTSBURGH 
PLATE GLASS COMPANY 


Pittsburgh Paint 
Products 


Polished Plate 
Glass 


Tapestry Glass 


metal... paint 
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® BEFORE: A Given Bros. Shoe 


Store in Albuquerque, N. Mex., as it 
looked before remodeling with a new 
Pittco Store Front. 


®AFTER: And herea beautiful new 


Pittco Store Front has literally trans- 
formed it. A year after this store was re- 
modeled, the President of Given Bros. 
Shoe Company reported, ‘We find the 
gain in business since installing this 
front is quiteremarkable, showing a gain 
for this period, over the corresponding 
period of last year, of 32%”’. 


Get Store Front Remodeling 
Money Through NH A! 


The National Housing Act was passed to 
assist you in remodeling your store. This 
Act supplies funds for store improvements, 
requiring only your promissory note as 
collateral. We recommend that you retain 
the services of a local architect to design 
an attractive new front for your store ... 
and, if necessary, apply today for NHA 
funds to finance it. Our representative 


will gladly help you negotiate the loan. 


Pittsburgh Plate Glass Company 
2308 Grant Building 
Pittsburgh, Pa. 


Please send me, without obligation, 
our new book entitled ‘‘How Modern 
tore Fronts Work Profit Magic”: 


Name 





Street. 





City 








When writing advertisers please mention Boot and Shoe 
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Clyde Taylor Reelected President 
at Michigan Convention 


GRAND Rapips, Mico.—One hundred 
exhibitors showed their lines at the 
Michigan Retail Shoe Merchants As- 
sociation convention, held here in con- 
junction with the Michigan Shoe Ex- 
hibitors convention at the Pantlind 
Hotel, Jan. 20-22. 


At the retailers and exhibitors lunch- . 


eon on Jan. 21, presided over by Clyde 
K. Taylor of Detroit, Hezkiah N. Duff 
of Lansing introduced the speaker, J. 
L. Whittet, of Schuster’s Department 
Store in Milwaukee, who spoke on 
“Unemployment Insurance.” 

The annual business session was 
held the afternoon of Jan. 22, with re- 
ports by Arthur Allen of Grand Rap- 
ids, chairman of the program commit- 
tee; Nathan Hack of Detroit, chairman 
of the nominating committee; and Ed- 
ward Stocker, organizer of the Michi- 
gan Retail Shoe Dealers Mutual Fire 
Insurance Company. 

G. Dehaan of J. L. Hudson Company, 
Detroit, spoke on “Shoe Styles from 
the Viewpoint of the Large City,” 
emphasizing the prospects for a big 
white shoe Summer. 

Nathan Hack of Detroit spoke on 
“Walking for Health and Beauty,” put- 
ting stress on shoes for foot freedom, 
with the view of attracting the femi- 
nine patronage just as with soaps, per- 
fumes and cosmetics. He also ex- 
pressed the need for better walking 
shoes for both men and women. 

S. J. Brouwer of Milwaukee spoke 
about the features of his Research 
Foundation, a clinic which he holds in 


Milwaukee as an educational factor for 
shoe salesmen and doctors. 

Clyde K. Taylor of Detroit was re- 
elected president of the Association, 
and M. A. Mittelman of Detroit, presi- 
dent of the National Shoe Retailers 
Association, was elected vice-president 
at the directors’ meeting held immedi- 
ately after the annual business session. 
Vice-presidents also include: J. H. 
Burton of Lansing, secretary-treasurer 
of the association last year; Arthur 
Allen of Grand Rapids; Edward Ditt- 
man of Mt. Pleasant; R. I. Hainstock 
of Niles; E. T. Nunnelly of Mt. Clem- 
ens; Fred Nentwig of Saginaw; C. E. 
Masters of Alpena, succeeding his 
father who died last year; and A. G. 
Pond of Jackson. 

Robert Murray of Charlotte was 
elected secretary-treasurer, and O. R. 
Jenkins of Portland was reelected field 
secretary. Directors named _ include 
Fred Elliott of Flint, P. R. Apeldorn 
of Kalamazoo, Ralph Meanwell of Ann 
Arbor, Fred Murray of Charlotte, John 
Och of Cheboygan and M. A. Mittel- 
man. 

Frank L. Seibel was toastmaster at 
the banquet held Jan. 22, with M. A. 
Mittelman and W. J. Regan the prin- 
cipal speakers. Mr. Mittelman brought 
the greetings of the National Shoe 
Retailers Association, of which he is 
president, and made a strong plea for 
cooperation between national and state 
bodies in the interest of the retail 
trade. He urged all retail shoe mer- 
chants to become members of their 
local, state and national associations. 


Middle Atlantic Merchants Meet 
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1929. This .expectation is based, he 
said, not only on the improvement 
shown in 1934, but especially on the fa- 
vorable reports of Miami business this 
Winter. Miami, he declared, has al- 
ways proved an accurate barometer for 
Atlantic City in the past. 

Miss Hilda Rau, fashionist for Rob- 
ert H. Foerderer, Inc., presided during 
the style discussion and the keynote of 
her message was a recommendation that 
retailers, in their buying plans, give 
adequate consideration to those types 
of shoes and shoe materials that have 
formed the profitable basis of their 
business in the past. Without prejudice 
to the novelties which have a proper 
place in the retail store, Miss Rau 
pointed out that the backbone of retail 
profits has always been the more con- 
servative fashions. 

Miss Kay Silver, representing Har- 
per’s Bazaar, read reports from that 
publication’s Paris correspondent on the 
new trends in shoes and apparel for the 
coming season. 


Miss Ruth Kerr, fashionist for the 
Calf Tanner’s Association, emphasized 
the importance of a balanced line of 
shoes for the coming season. Too many 
retailers, she maintained, are inclined 
to pick styles that appeal to them from 
this source or that, without giving suf- 
ficient thought to maintaining a proper 
balance in the line as a whole. She 
exhibited a group of shoes which, in her 
judgment, constitute a balanced line for 
the average woman’s shoe store, and 
explained the proper place of each, to- 
gether with the reason for its selection. 

Miss Jessie Davies, representing the 
Merchandising Service of Vogue, 
stressed the importance of accurate 
fashion information, not only for the 
head man of the women’s shoe depart- 
ment, but also for the salesmen on the 
floor, who should be prepared to an- 
ewer with authority the questions asked 
by customers. She also spoke of the 
desirability of a more even spread of 
retail sales through the year and sug- 
gested that steps be taken to level off 
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the peaks and valleys of retailing, so 
far as this is possible. 

A snappy stag entertainment was 
held on Tuesday evening, and Wednes- 
day was given over entirely to the in- 
spection of exhibits. 





"The Street Singer" Returns 
To Air for Dr. Scholl 


CHICAGO.—Millions of radio fans will 
thrill again to the familiar voice of 
Arthur Tracy, “The Street Singer,” 
who returned to the air on Jan. 15 in 
a new program sponsored by The Scholl 
Mfg. Company of Chicago, makers of 
Dr. Scholl’s Zino-pads and other reme- 
dies and appliances for all foot troubles. 

The program will be broadcast Tues- 
day, Thursday and Saturday evenings 
each week over the stations of the Mu- 
tual-Quality Group network, including 
WOR, New York; WGN, Chicago; 
WLW, Cincinnati; WXYZ, Detroit, at 
7:30 Eastern Standard Time. It is also 
expected that the program will be ex- 
tended to additional stations very short- 


y. 

“The Street Singer” is returning to 
radio after a prolonged “personal ap- 
pearance” tour, during which he set 
many new box office attendance records 
in theaters all over the United States 
and Canada. It is anticipated that his 
return to radio will be welcomed by a 
tremendous audience. As an entertain- 
er, he is more popular than ever and is 
one of the highest-priced singers in the 
radio and show business. 

This new radio program is in addi- 
tion to Dr. Scholl’s other well-known, 
widespread advertising activities, and it 
is announced that powerful campaigns 
will continue to appear in publications 
during 1935, including 33 leading na- 
tional magazines, more than 500 Sun- 
day and daily newspapers in all impor- 
tant trade centers; also drug, shoe and 
medical trade papers. 

Dr. Scholl says that the large in- 
crease in his company’s advertising 
budget for 1935 very properly reflects 
his confidence in the bright outlook for 
the increased sale of Dr. Scholl prod- 
ucts and substantial improvement in 
trade generally during the new year. 


New Ostov Store 


PortsMouTH, O.—The Louis Ostov 
Shoe Co. has leased a location for a 
new retail shoe store in Chillicothe 
Street here, to open shortly after the 
first of the year. 





Form Selling Partnership 


New York, N. Y.—Magnus Ash, 
eastern representative of the Mid-West 
Shoe Company of Chicago, manufac- 
turers of infants’ pre-welts, and Joseph 
Cooper, of the Vogue Slipper Company, 
Passaic, N. J., have formed a partner- 
ship to represent manufacturers sell- 
ing the chain, wholesale and large de- 
partment store trade. The firm is lo- 
cated at Room 431, Marbridge Build- 
ing, 47 West Thirty-fourth Street. 
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your salesmanship with the huge 
and loyal demand that naturally 
flows from American Union Crafts- 
men, by featuring Union Made 
dress shoes. 


3HL 


JINIOVWY 


For 32 years Racine Shoes have 
been Union Made by skilled union 
craftsmen, using fine American 
made materials. 





JOHS 


Right at your door is the loyalty of 
these A. F. of L. men, the sum 
total of whom create a demand 
that exceeds the “acceptance” 
created for a few lines by national 
magazine advertising. 


1OHS LdAOdS AMSNH B GUE 


Capitalize and contact this de- 
mand in your trims and newspaper 
advertising. We back our four 
lines with these helps. 


NVOIIVIWY JILNSHLNY 


SEE OUR DISPLAY 


Room 114 Statler Hotel, 
January 7-10, Saint Louis 


Room 975, Commodore Hotel, 
January 6-10, New York City 


Details and catalog on request. 


RACINE SHOE MANUFACTURING COMPANY 
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UOSHIS 





319V3 
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Progress Toward Better Foot Service 


[CONTINUED FROM PAGE 21] 


in a neat little safe being close at 
hand, he or she is politely asked 
whether we already had the pleasure of 
serving them before. If so, the sales- 
woman speaks into a phone which is 
connected with the loudspeaker in the 
card index room where we stock about 
20,000 cards. Reply comes at once in- 
forming her about sizes, styles and the 
record of the Orthopedic Department if 
any. 

After taking off the shoe and looking 
at the soles, she makes a foot-print in 
every case and she measures the foot 
with the Clark Measuring Machine. 
She is not allowed to tell the customer 
that he has flat or abnormal feet. A 
signal to our Orthopedist is sufficient 
to make him assist her at the X-ray and 
so get a professional contact with the 
prospect. 


Shoe Men Study Medicine 


My orthopedists are students of 
medicine, being in the 3d year of their 
studies. They are trained by myself so 
that besides the medical routine they 
know the features of the lasts. We 
have weekly lectures and courses for 
the sales force. These specialists con- 
trol the work of the orthopedic shoe- 
makers according to the diagrams 
which are made out in every case and 
which must contain all that the patient 
has told about the condition of his feet. 

Obviously it makes a_ difference 
whether you deal with a patient who is 
enjoying good general health or with 
a nervous person suffering from gout 
or from imperfect circulation of the 
blood, from varicose veins or arthritis. 
The occupation also matters a lot. A 
dentist does his job under circum- 
stances quite different from an ac- 
countant. The rest must be told by 
the foot of the customer and by the 
way he walks. 


Posture and the Feet 


Mr. Hatk, the Speaker of this clinic, 
told us a short time ago in the 
RECORDER how posture is affected by 
the feet. I wish to stress his very 
enlightening remarks and if Mr. Hack 
will permit me to make a supplement 
to what he has been writing, I might 
say: “and feet are affected by posture!” 
If you are successful in restoring the 
poise of a foot sufferer you have al- 
ready performed a great thing. In our 
store we have about 20 to 40 cases per 
day. As a matter of fact, we had about 
7000 last year. In every case, even on 
rush days, I make it a point never to 
speak to a patient about shoes before 
I have seen him walk to and fro for 
some minutes. The additional informa- 
tion which I have gained by watching 
the customers walk, has brought me to 
the conclusion that it would be a won- 
derful improvement if we could keep 
records of our observations and if we 
could make the Orthopedic shoemaker 
acquainted with this additional re- 


search work so that he might better 
understand the prescription given on 
the diagram. Perhaps someone in this 
country of splendid technic has already 
solved the problem better than I have 
done it. Just a few weeks ago I started 
to keep records of the customers’ poise 
and method of walking, by making mov- 
ing pictures with a small camera. As 
we had to make these pictures right in 
the store, it aroused great interest of 
the other customers. 

There were at the beginning some 
inconveniences concerning the lighting. 
Meanwhile I have constructed a kind of 
small carriage on top of which the 
camera and two large lamps have been 
affixed. 

The film is made about two yards in 
length which gives quite a lot of steps 
and shows how the customer walks in 
many different positions. The expense 
for each picture is about 20 cents. The 
film might either be shown in the usual 
way or we can cut out the most signif- 
icant steps which can be enlarged. We 
have a special small machine at the 


‘store which permits looking at each 


phase of the picture in slow or in quick 
motion. Eventually the film is affixed 
to the record of the customer. 


Photographing the Customer 


As we begin each picture by mak- 
ing a full photo of the customer, we 
have the opportunity to note and then 
recall the face of the patient, and also 
to compare his posture later on. 

Finally, I wish to state that we make 
it a point never to interfere with the 
medical doctors. In the Editor’s Out- 
look of the BooT AND SHOE RECORDER 
on Dec. 29, a warning was made con- 
cerning the possibility of legislative in- 
terference. That is our problem too. 
It is our business to give perfect fitting 
shoes to the customer, and to give him 
advice for which we can take the re- 
sponsibility without treading too close 
to the medical line. 

I am not going to omit to report that 
we lately had some excellent results 
with the cooperation of a young lady, a 
teacher of gymnastics. We have made 
an arrangement with her to see our 
customers once, free of charge, and to 
inform the ladies and gentlemen about 
the necessary exercise which seems to 
be expedient in improvement of their 
poise. Many of the customers have 
taken three or four lessons and are 
now doing their exercise without the 
assistance of the teacher. Results are 
really striking in some cases. 


New Anderson, Ind., Store 


ANDERSON, IND.—Fadley and Ullmer 
are now occupying their new store at 
the southwest corner of the public 
square here. The new store is one of 
the finest in Indiana, equipped with the 
very latest appliances and fixtures. 
The concern is one of the oldest busi- 
ness establishments in this city. 


1935 


Selections for Men's Shoes 
[CONTINUED FROM PAGE 38] 


looks like a real winner—with a plain 
toe, not too pointed and with very con- 
servative extensions. The BLACK 
calf, plain stitched, medium toe, semi- 
brogue should take the place money 
easily, while the straight wing-tip 
brogue with the customary medalion 
perforations, is a safe bet to show. 
Cool weights and flexible shanks are 
hot weather bets and may show a sharp 
reversal of form over last year. Ven- 
tilated shoes cannot be left unconsid- 


ered. 
The White Stable 


The WHITE stable will be repre- 
sented heavily in the college states. 
The best bet (and, incidentally, the best 
bet on the whole card, most handicap- 
pers agree) is the ALL WHITE plan 
toe with colored rubber soles. Entries 
from several campuses and well-played 
by the buyers for college shops are the 
WHITE elk and black saddle, having a 
black rubber sole; the BROWN bucko 
square wing-tip monk with laminated 
fabric crepe sole in a heavy weight. 
Scotch grain brogues are mentioned as 
possibilities. 

The sport shoe handicap, and the big- 
gest feature on the card, has a well- 
filled field with that consistent winner 
—the ALL WHITE buck in plain or 
wing-tip as the stand-out. The BROWN 
and WHITE and BLACK and WHITE 
combinations with wing-tip and saddle, 
this year reversed in some cases, look 
good on Miami form. There are a 
number of maidens in this field that 
may surprise. They are untrained and 
untried, but may have plenty of speed 
to spare in the long grind. They are 
the FAWN and GREY and ALL 
GREY wing-tip flexible construction 
types. Watch them for possible long 


shots. 
White Buck Best Bet 


The platers are well represented in 
the sandal scramble, which has about 
as much element of risk in it as is to 
be found in any steeplechase. Form 
players lay off them, but for a gamble 
they offer a mighty attractive cash-in 
value. The entries are as numerous as 
the entries for any Futurity, and your 
guess as to the winner is as good as 
any. 

The wind-up evening feature is a 
pretty tame affair, with the usual com- 
pany. The black patent oxford is un- 
questionably the class of this field. The 
patent pump is fast returning to form. 
With good warm weather those two 
untried fillies, the WHITE buck pump 
and the BLACK sueded calf tuxedo 
shoe may show some early flash of 
speed. 

One best bet—the ALL OVER 
WHITE buck plain-tip oxford—having 
heavy, colored crepe rubber sole. 


Moves to Mystic, Conn. 


WESTERLY, R. I.—Martley’s, retail 
shoe store, has been removed to Mystic, 
Conn. 
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“,s-l WANTa 
fe fofole Morey an-tor shia) 
shoe and ['ll 
only pay °6 for 
it and I want 
it stylish too” 
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MR. MERCHANT 


can you sell this man? 


A large part of the instant success of the City Club 
line has been due to it giving merchants what this 


man is asking for. 


FOO! CONTROL 


is a patented built-in construction that makes scien- 
tifically correct corrective shoes of the most stylish 
City Club patterns. And they retail for five and six 
dollars the same as other City Club shoes. Think what 
a sales builder this line will be for you. Let us tell 


you more about the City Club Line and Foot Control. 


PETERS branch of International Shoe Company ST. LOUIS 
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Sign Posts to Progress 
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O. H. Manss was speaking of the 
prevalence of so many sales and the 
harmful effects they have on any com- 
munity. He is one of the prime movers 
in the movement toward restricting 
sales periods to certain definite times. 
His department is located in Loveman, 
Berger, Teitlebaum department store. 
Mr. Manss believes that there are only 
two reasons for sales—poor financing 
or poor buying. In fact, he is strongly 
of the opinion that poor buying is what 
forced many of the independent shoe 
men out of business in the past few 
years. A shoe man would buy too 
many shoes from too many sources of 
supply, then would find that he had 
merchandise that could not be paid for. 
The only method he knew of in which 
to raise money was a sale. And in 
very few cases did a sale click. 

Manss figures that the best way to 
get volume is to just forget about vol- 
ume and give service. Volume will 
come of its own accord, if the right 
merchandise and the right service is 
offered to the public. He pointed out 
that a store might do a $100,000 shoe 
business by means of several sales dur- 
ing the year and would net 5 per cent 
on the volume. Now another store 
could do a $60,000 volume without any 
sales and make a net of 10 per cent. 
The latter store would show $1,000 
more in net profit and carry $6,000 less 
inventory, which would be worth 100 
cents on a dollar to the store. 


Advantage of Advertised Lines 


Those department stores which are 
featuring advertised brands of shoes 
are in a very strong position at the 
present time, this shoe man believes, 
due to the fact that women are reduc- 
ing the number of their charge ac- 
counts. Instead of having charge ac- 
counts all over town, they are concen- 
trating on one or two stores, generally 
department stores, where they can get 
nearly everything they need. Here’s 
one thought he left with me: “It is 
not nearly as expensive to lose a sale 
through not being able to fulfill an 
out of the ordinary style or size want, 
as it is to be caught in an overstocked 
condition.” 

When A. A. Fields took charge of 
the shoe department in Tinsley’s (a 
high-grade ready-to-wear store) the 
established prices were $4.95 and $5.95. 
Fields selected his lines to retail at 
$6.50 and $8.75, the $6.50 being a high 
style proposition while the $8.75 was 
tailored welt line. Action began the 
day the new lines were opened. 

Now, while Nashville is pretty strong 
for turns, Fields next came out with a 
good campaign on the feature arch 
shoes carried. The reason he picked 
out an arch line on which to build his 
department was that he figured that 
his trade had been buying six or eight 
pairs of shoes a year. Now, (mean- 


ing two years ago) women were buy- 
ing a plainer, more conservative type 
of shoes, so he felt a feature arch 
walking shoe would be the best one on 
which to establish his business. Busi- 
ness the past two years has proved 
that he was right. 

During the past six months this 
store has not only increased its welt 
trade but has shown a tremendous in- 
crease in pattern shoes. People are 
buying more style shoes now but not 
in the same proportion they were five 
years ago. 

Trade has increased so much that 
during the latter part of 1934 it was 
necessary to double the seating and 
shelf capacity. The department is now 
doing four times as much in dollars 
and selling twice as many pairs as it 
was before the present management 
changed the store policy. 

Give the trade the kind of shoes they 
really need and not what they ask for, 
is Cecil Harper’s idea of number one 
service. He means that in a rather 
broad sense, for many times people 
ask for certain kinds of shoes which 
are not.the ones most adaptable for 
the use to which they are to be put. 
Shoe selling is made much easier, con- 
tinues Mr. Harper, who is shoe buyer 
at Armstrong’s, when the trade finds 
out that the sales force know how to 
fit shoes as they should be fitted. 

Now for a man who has done a re- 
markable job of selling men’s shoes. 
Up to five years ago, Frank H. Scott 
carried men’s shoes in prices from $8.00 
to $13.00. Then he opened an exclusive 
men’s shoe store with everything at one 
price—$5.00, and concentrated on one 
well-advertised named line (Jarman). 
This store was operated on the idea of 
carrying plenty of sizes and widths, 
so that nearly every man who came in 
could be fitted. The record this store 
has made has proven that a store spe- 
cializing in men’s shoes can success- 
fully operate on 25 to 30 different style 
numbers. This is especially true when 
a store has the vast resources of a 
good in-stock department at its ser- 
vice. It is a certainty that the carry- 
ing of many sizes and few lines has 
made a good comfortable living for 
Mr. Scott. 


Baltimore Wholesaler Moves 


BALTIMORE, Mp.—M. Kolker, whole- 
saler of shoes, now operating at 806 
E. Baltimore Street, will move to 4 S. 
Hanover Street, where he has leased 
larger quarters, which will greatly fa- 
cilitate his operations. The location 
is more central, being in the recognized 
wholesale shoe center of the city, as a 
number of footwear wholesalers main- 
tain their establishments in that imme- 
diate vicinity, 


Play Up Profit Merchandise 


[CONTINUED FROM PAGE 34] 


beach chair on which is draped a 
brightly colored beach robe. 

It is quite surprising what effective 
displays can often be made from the 
very simplest forms and materials. We 
illustrate, as an example, a window set- 
ting that can be developed very easily 
with four large circles of wallboard. 
Two of the circles have centers cut out 
and inclined on supports, surrounding a 
group of shoe stands. These inclined 
circles are used as a surface on which 
to show pairs of shoes. Another circle 
has the center cut out and filled in with 
a shelf, which is placed against the 
background. Shoes are shown on the 
shelf and on the lower edge of the inner 
circle. The fourth circle is placed on 
the center of the floor and has a small 
circular platform centered thereon. 
Shoes are placed in the circle, radiating 
from the circular platform. 


A Summary for Spring 


[CONTINUED FROM PAGE 28] 


under-laid medium-sized perforations. 

After navy, of course, brown and 
black for Spring—and for Summer 
shoes, white. White with brown very 
important. Natural colors strongly en- 
dorsed in rustic linens for later. 
Chamois yellow the novelty highlight. 

3. High-Riding lines (amazingly high 
for a Spring show) the common de- 
nominator in patterns. Oxfords lead- 
ing, one-eyelet ties and step-ins follow- 
ing. In practically every type of shoe, 
the significantly new treatment was the 
so-called “Empire” Line, characterized 
by height over the vamp, side-fastening 
and open-up shank. Even in one-eye- 
let ties, this line made itself felt, and in 
sandals it took the place of the extreme 
open toe as the novelty item of the sea- 
son. 

4. Air-conditioning still with us, but 
with a difference. Every line showed 
some perforated shoes, but the higher- 
grade the shoe, the more likely it was 
to express the air-cooled idea in some 
newer form. In mesh inserts, for in- 
stance. In “constructed” cut-outs and 
tremendously important in all lines, the 
new pressed leathers that simulate 
basket-weaves and other open designs. 

5. Broader toes and lower heels 
(15/8 to 18/8), the new development 
in lasts, bringing fashion shoes and 
comfort shoes into closer harmony than 
they have ever been before. The “flat,” 
the extreme form of the low heel, in 
10/8 and under, increased its fashion 
standing—all the way from street types 
to evening wear. 


Another Store for Hoboken - 


Hopoken, N. J. — Alexander Greco 
has opened a retail-shoe store at 516 
Adams Street, here, trading as Adams 
Bootery. 
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1935 Trade Outlook Good 


The business outlook is encouraging for the first 
three months of 1935 because of the current improve- 
ment in holiday trade and the consequent replenish- 
ment of stocks resulting from this increased activity, 
Henry H. Heimann, Executive Manager of the National 
Association of Credit Men, declares in his review of 
business sent to the Association’s 20,000 members. 


But it is difficult to appraise what may be in store 
beyond March, Mr. Heimann points out, since a great 
deal depends upon Congressional activity. 

“If Congress has what may be termed a more normal 
session, it will help to build a firm foundation for fur- 
ther continued recovery. On the other hand, radical and 
confiscatory legislation or wild spending programs will 
act as an immediate brake upon recovery. Despite 
some inevitable form of further inflation I believe 
these measures will be held to compromise programs 
and that Congress will not get out of bounds. 

“Congress undoubtedly will be flooded with various 
types of radical legislation and inflationary programs. 
I believe that if any other than what might be called a 
conservative-compromise type of legislation should be 
passed by Congress, it will probably be vetoed by, the 
President. Bonus legislation of some type will prob- 
ably be used as a compromise with the radical infla- 
tionary proponents. 

“1. The attitude of the Administration of allowing 
business to refinance expansion through normal chan- 
nels as against the previous emphasis on the continued 
use of Federal funds. 

“2. The recent differences in the Administration lead- 
ership over the program of housing, certain influences 
being decidedly for private capital and initiative to 
develop a building program as against other influences 
for direct Government ventures. 

“All of these differences of opinion and pronounce- 
ments are weathervanes indicating a turn in thought in 
the direction of time-proven fundamentals. To state 
the matter more succinctly, while the Administration 
has not swung to the right, it is now discussing the 
value of a shift in that direction. 


“Negatively, there have been some developments 
that should be most reassuring. There is the collapse 
of some of the theories regarding banking credit and 
its presumable immobility. Surveys begun earlier in 
the year, when accusations against bankers were made 
without facts and accepted as ‘prima facie’ indictment 
of all bankers, have proven that generally the banks 
have not been unwilling to make sound banking loans 
and that the deserving have experienced no difficulty 
in getting banking accommodations. 

“Capital accommodations, which are in effect pro- 
prietary purchases or partnership ventures, never were 
and never can be suitable banking loans if our banking 
system is to remain sound.” 
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WeWant to Meet You 
FORT WORTH 


SOUTHWEST SHOE RETAILERS 


Be sure to see the new and im- 
proved Kirkendall Cowboy 
Boot line featuring the 
“moulded high arch pegged 
shank” at the Texas-Okla- 
homa Shoe Retailers Conven- 
tion. 
Fort Worth, Texas 


February 3-7 
Texas Hotel 


New Styles, New Features, New 
Prices, in KIRKENDALL’S 1935 
Cowboy Boot Line 


E’VE put eye appeal and improvements in 

construction in this new line of Kirkendall 
Cowboy boots that will put the spurs to sales 
during 1935. Features include the moulded high 
arch pegged shank, variegated stitching, under- 
slung heels, beautiful new inlay designs. Such 
features added to Kirkendall’s well known qual- 
ity and workmanship make these boots truly the 
season’s leaders. Offered in a wide range of 
prices. A complete line of quality riding and 
cowboy boots on display. 


Don’t fail to see our salesmen, Mr. 
Clare Moore and Mr. Jim Duval, 
Texas Hotel, Fort Worth, Texas, 
February 3-7. 


KIRKENDALL 


Boot Company 


OMAHA, NEBRASKA 
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-Liffleway © 
 Lockstiithg 
Shoes 3 


Flexible 


Smart 





Practical 





New and improved methods 
of construction are skilfully 
combined to produce this 


modern SEWED SHOE. 


Their increasing popularity 


is significant. 











LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


Page 5] 


What's Doing In the Shoe World 


SATURDAY, JANUARY 26, 1935 





Urge End of Competitive Shows 


New YorK—At a regular meeting 
of the Shoe Club, Inc., held at the Hotel 
McAlpin, New York City, the following 
resolution was adopted unanimously: 

“WHEREAS the Shoe Club, Inc., of 
New York, has a membership upward 
of 450 representative men who are 
variously engaged in practically every 
phase of the shoe industry, including 
among others, manufacturers and re- 
tailers, and 

“WHEREAS a large percentage of 
the members of the Shoe Club, Inc., 
have in the past participated either as 
exhibitors or buyers at the shoe con- 
ventions conducted under the joint aus- 
pices of the National Shoe Retailers 
Association and the National Shoe 
Manufacturers Association, and 

“WHEREAS this season for the first 
time the National Shoe Retailers and 
the National Shoe Manufacturers As- 
sociation have seen fit to arrange for 
the holding of separate conventions on 
concurrent dates in far distant cities, 
and 

“WHEREAS such separate conven- 
tions concurrently held necessarily re- 
sult in added expense to those members 
of the Shoe Club who desire to exhibit 
at both conventions, and in serious in- 
convenience to those who, to keep cur- 
rent with the trends in the industry, 
are desirous of attending the shoe con- 


ventions sponsored by both of said 
organizations, and 

“WHEREAS such separate conven- 
tions concurrently held at far distant 
points impose an undue burden upon 
the shoe industry, 

“NOW, THEREFORE, be it RE- 
SOLVED 

“1, That the Shoe Club, Inc., of New 
York, deplores the holding of separate 
shoe conventions by the National Shoe 
Retailers Association and the National 
Shoe Manufacturers Association on 
concurrent dates in distant cities. 

“2, That it is the sense of the mem- 
bership of the Shoe Club, Inc., of New 
York, that such separate conventions 
so held do not serve the best interests 
of the industry. 

“3, That the Shoe Club, Inc., of New 
York, urge that the unseemly spectacle 
of competitive shoe conventions con- 
currently held by two of the most re- 
spected associations in the industry be 
avoided, and it be further RESOLVED 

“That the Shoe Club, Inc., of New 
York, lend every assistance, and exert 
every effort toward the end that the 
National Shoe Retailers Association 
and the National Shoe Manufacturers 
Association speedily compose their dif- 
ferences in regard to the holding of 
conventions for the industry, and that 
a copy of this resolution be forwarded 
to the President of each of said asso- 
ciations.” 





Napier's Grades Up 


OmAHA, NeEB.—Nine dollars and for- 
ty cents is the average unit of sale 
recorded by Napier’s, one of the better 
shoe shops of this city, during 1934. 
The lines pushed sell at $9, $10.50, 
$12.50, with a few selling as high as 
$15. 

“We are positive the course taken 
has resulted in holding our customers 
of former years,” states P. W. Swan- 
son, manager. “Not only that but all 
are satisfied customers. The fact that 
this shop also sells hosiery of the bet- 
ter class and during the year suc- 
ceeded in increasing unit sales from 
$1.35 a pair to $2.35 a pair, leads me 
to believe the same course can be 
profitably taken in merchandising 
shoes. 


John Olson in Charge 


PASADENA, CALIF.—John Olson is the 
new manager of the men’s shoe depart- 
ment in The Famous Department Store 
here succeeding Neil Harrington who 
has resigned. Mr. Olson formerly was 
manager of Stuart’s shore store at 
Glendale. The department has been im- 
proved and enlarged. 


Raber-Davis 


PASADENA, CALIF.—Gerald F. Raber, 
manager: and buyer for the children’s 
shoe department in the Huggins’ Inc., 
shoe store here, was married at the 
First Christian Church at Santa Ana, 
Calif., Jan. 7, to Miss Gertrude L. 
Davis of Los Angeles. Mr. Raber is 
well known among shoe men. 


Byrd Expedition Orders Shoes 


NEw YorK—The New York office of 
Orthopedic Shoes, Inc., 9-11 East 37th 
Street, on November 5 received a 
radiogram, addressed to Thomas B. 
Wright, president, ordering eighteen 
pairs: of their Ground Gripper and 
Cantilever shoes. The radiogram in- 
structed the company to ship the shoes 
to Dunedin, New Zealand, where the 
expedition would pick them up on 
their return journey in their ship 
“The Jacob Ruppert.” Within three 
days the shoes were shipped and by 
now are probably in the possession of 
the members of the expedition. 

To announce this order, Ground 
Gripper and Cantilever dealers have 
been supplied with an interesting win- 
dow display. It depicts, in giant size, 
the actual radio message as received 
by Orthopedic Shoes, Inc., and also 
shows a typical dog-sledding scene. It 
is interesting to note that the message 
calls for shoes ranging in size from 
6E, very small for a man, to 12E, in- 
dicating a foot of very large propor- 
tions. 

All during their lonely vigil, where 
the sun casts what is probably its 
longest shadow, the expedition wore 
shoes of the boot type, offering little 
or not protection to the foot structure. 
For almost a year Admiral Byrd, Com- 
mander G. O. Noville, Dr. Poulter and 
the other men of the now famous band 
trod on uneven chunks of snow and 
ice, or sank into yielding snow. The 
stoutest feet would suffer under such 
abuse. But now that the men are re- 
turning to civilization they are giving 
thought to restoring their feet to 
normal. 

To dealers who arrange the most 
interesting window display featuring 
the Byrd display card and radiogram, 
Orthopedic Shoes, Inc., is offering cash 
prizes. Many dealers have arranged 
to display the card surrounded with 
winter clothing, snow-shoes, skis and 
other paraphernalia of Arctic life. 


Hy-Grade Plant Moves 


New York, N. Y.—Hy-Grade Slip- 
per Supply Company and Hy-Grade 
Trimming & Novelty Company have re- 
cently moved their plant to 569 Broad- 
way. 
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Women's Shoes 


KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 
Ne. 202 Black 
Kid $2.00 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 





MUMNOD TEAM ccovccicvcvesccecccsccsos 2.35 

Black tata Sat. Stripping.......... 2.00 
Rat Se ED BE coccecscédcnecessucecess 2.00 
R. White Lit nen : 


42 last—medium toe—19%/8 Louis heel. 
AAA to C 
Send For Complete In-Stock 
Bulletin of Smart Sandals 
Terms 2% 10 Days, Net 30, F. O. B. Factory 


HANNAHSON 


HAVERHILL, MASS. 
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Dancing Shoes and Taps 


Or eo OS Pe ee 


BLACK CALF 
PAT. LEATHER 


Women’s 
A-B-C 244 -8 
$1.55 


$1.45 
Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 


Misses’ 
A-B-C 11% -2 








CLEVELAND, OHIO—The women’s shoe 
department of the Higbee Co. showed a 
gain of about 33 per cent for the month 
of November over the same period of 
1933, according to J. V. Murphy, buyer. 
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Shoe Man Hunts African Game 


Ira H. Morse and Philip M. Morse with African elephant shot by Ira H. Morse 
in British East Africa. 





LOWELL, Mass.—Mr. and Mrs. I. H. 
Morse, of Lowell, sailed Dec. 26 from 
New York on a big game hunting ex- 
pedition to Tanganyika Colony, south 


IRA H. MORSE 


of British East Africa, where Mr. 
Morse plans to hunt lions and other 
big game in the Serengetti plains coun- 
try. He expects to use airplanes ex- 
tensively and to make moving pictures 
of the country and its animal life. He 
will probably return home in June. 


Mr. Morse is president of the I. H. 
Morse Shoe Stores, Inc., operating 
eight stores in various New England 
cities. He has made four previous trips 
to Africa. His son, Philip M. Morse, 
who is treasurer of the company, ac- 
companied him on an extensive trip in 
1927, when they made motion pictures 
and shot lions, rhinos and hippos. Mr. 
Morse is a personal acquaintance of 
Martin Johnson, famous African ex- 
plorer and photographer. He plans to 
use Mr. Johnson’s white hunter, or 
guide, who is also an _ experienced 
photographer, on his present trip. 

Hunting and fishing have been life- 
long hobbies of Mr. Morse and he has 
built a large museum at his birthplace, 
Warren, N. H., in the White Mountains, 
which is filled with mounted specimens 
of animals, also hides, curios and other 
interesting objects collected on his four 
trips around the world. The collection 
includes over 300 kinds of shoes from 
various countries. More than 25,000 
people signed the register as visitors 
last year. Behind the museum is a 
large fish pond filled with native trout, 
averaging in size from three to five 
pounds, which also attract many inter- 
ested visitors. 

The I. H. Morse Shoe Stores are lo- 
cated in Lowell, New Bedford, Law- 
rence and Waltham, Mass., Portland, 
Me., Manchester, N. H., and Pawtucket, 
R. I. William E. Wood is general man- 
ager of the stores. 





New Shoe Company Organized 


MILWAUKEE, Wis.—The Bowen Shoe 
Company has been organized in Mil- 
waukee to sell leather goods and 
products of all kinds. E. Bowen, E. 
Schroeder and N. Krusing are the in- 
terested parties in the new firm which 
has been incorporated for 250 shares 
common stock at $100 each. 


Successful New Store 


TEXARKANA, TEX.—The Austin Shoe 
department opened in the I. Schwartz 
department store last September under 
the management of W. A. Mason, has 
enjoyed a most successful business. 
With people in a better buying frame 
of mind, the prospect of a good Spring 
trade is very bright, he reports. 





AND SHOE RECORDER, January 26, 1935 











\ 
wer 
{i : 


No. 4135 


The lyn 


An adorable Trim-Tred pump 
available in blue, black, and 
white kid. A six dollar retailer. 
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No. 4176 
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A Trim-Tred six dollar style of 
blue kid. Comes also in black , ; 
kid and white kid. ra ih ’ No. 4169 


Dhe CGfeayford 


This six dollar Trim-Tred U-throat 
oxford comes three ways—black, 
brown, and white kid. 
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No. 6692 


Dhe Lydia 


One of the five dollar Trim-Treds 
in a front-strap, of blue, black 
and white kid. 
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No. 6669 


dhe Cfwenella 


A five dollar Trim-Tred patiern 
in blue, black, white and fawn 
kid leathers. 
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No. 6645 


Dhe Naldi 


A one-strap pump of black kid 
~ and white kid from the Trim-Tred 
five dollar line. 
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Men's Shoes 


6 6 6 6 EO 





CAST WEYMOUTH. MASS. 





6 8 hE hh 


Men's and Women's 
Slippers 


6 6 6 6h hh ED 


OMe. 


Traveling Slippers 


make distinctive Christmas gifts. 
In stock in all colors, out of 
various leathers, with envelope or 
long English type case. Prices 
$1.50, $1.80, $2.50, pair. Wire 
your orders. 


SWAN SHOE CO., INC. 


Manufacturers 


2201 Aisquith St., Baltimore, Md. 














EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
Send for Catalog 
Ne. 1435B 
Ten, Kid. 


Hend. Turned. “- 
5-13. C, D.-EB. 


$2.40 


Saal 


A 











L. B. EVANS’ SON CO. A 
Wakefield, Mass. 

Young Shoe Co. Dolls Up 
ANDERSON, IND.—Complete new fix- 
tures and equipment have been in- 
stalled in the new store here of the 
Young Shoe Company at 932 Meridian 
Street. A complete line of Buster 
Brown shoes for children and Brown 
shoes for adults are featured. C. H. 


Gobert, formerly of Indianapolis, is 
in charge. 
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New Hosiery Manager 


Miss Ruth Callahan has been named as manager of the hosiery department in the 


Cleveland Stetson Shop succeeding Miss Hazel Dunlap. 


Miss Callahan was 


formerly with the |. Miller store. 





Store 
Changes 


Juvenile Store Improved 


Houston, TeEx.—Clark’s Juvenile 
Shoe Store at 908 Capitol, has com- 
pleted extensive improvements, both in- 
side and outside, which have added 
greatly to the attractiveness of this, the 
only shoe store here catering exclusively 
to children’s and misses’ shoe styles, 
according to E. Becker, manager of 
the store. 

The interior was enlarged to almost 
double the former capacity, and a set- 
ting of children’s stories, illustrated, 
was used for the wall decoration, which 
has added much to the interest of 
juvenile customers. Pirate scenes and 
other children’s favorites are shown. 
An X-ray foot machine has been in- 
stalled, which has been a trade stimu- 
lant, Mr. Becker declared. He said the 
Fail season had been the best in 
several seasons, a great deal of which 
he attributed to the new installations, 
which were appreciated by parents and 
children. 

An attractive window was arranged 
in cooperation with the children’s rid- 
ing show, which was sponsored by the 
Junior League, for benevolent purposes. 
A lad in riding togs, the suit furnished 
by Sakowitz Bros. and the riding boots 
furnished by the Juvenile store, also 
a large selection of girls’ riding boots, 
and other accessories of riding - cos- 
tumes. Red Goose shoes and Phoenix 
and Nu-Weave hosiery are carried ex- 
clusively in the store. 


New. Family Store 


ANNAPOLIS, Mp.—The formal open- 
ing of The Family Shoe Store at 118- 
120 Main Street, this city, effects a 
substantial addition to:the retail shoe 
field here. Shoes for the entire family 
in the popular price field are carried. 


Another George's Shoe Shop 


PHILADELPHIA — Another George’s 
Shoe Shop has been opened at 2605 
Germantown Avenue, Philadelphia. 
Stores already in operation are at 1439 
Point Breeze Avenue, Philadelphia; 308 
Mills Street, Bristol, Pa. (the La Belle 
Shoe Shop) and 621 Landis Avenue, 
Vineland, N. J. (the Faith Shoe Shop). 
The new store will be managed by A. 
Bellow, a co-owner. 


Dutrey's Shoes in New Store 


CARLISLE, PA.—Dutrey’s Shoes have 
moved to their new location, formerly 
occupied by G. R. Kinney Co. The 
proprietor, Paul E. Dutrey, expects 
to make his new store one of the best of 
its kind in the Cumberland valley, 
featuring shoes from $2 to $8 for men, 
women and children. This store was 
occupied ten years ago by P. A. Garber, 
affiliated in the retail and selling on 
the road field. Mr. Dutrey will feature 
a great removal sale and then about 
Feb. 1 will open formally with several 
new lines. 


Evans Heads Merchants’ Forum 


NEW ORLEANS, LA.—F red W. Evans, 
president of D. H. Holmes Company, 
Ltd., and chairman of the local retail 
code authority, was named as New Or- 
leans chairman of the merchants’ forum 
committee by chairman of the retail 
merchants’ committee for the study of 
unemployment legislation. “A waiting 
or fatalistic attitude on unemployment 
legislation,” Mr. Evans said, “may be 
shortsighted. The deliberate study of 
the question and the reaching of defi- 
nite conclusions representing the best 
judgment of our craft should influence 
sound public opinion.” 


More Bata Shops 


Boston, Mass. — Bata, of Czecho- 
slovakia, will build a factory in Shang- 
hai, and will open more stores in China, 
and, also, will build a factory near 
Calcutta, according to recent U. S. 
consular reports. 
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Obituary 


W. S. Ocker Dies 


Troy, N. Y.—Wilmer S. Ocker, well- 
known shoe merchant of 40 Third 
Street, Troy, died Friday night, Jan. 
11, at the age of 59. 

Mr. Ocker was born in Middleburg, 
Pa., but had been proprietor of Ocker’s 
Walk-Over Shoe Store for many years. 
He was a director of the New York 
State Shoe Retailers’ Association, a 
prominent Mason and Rotarian, also 
president of the Men’s Council of the 
Lutheran Church. He is survived by 
his wife, a son and two daughters. The 
funeral was held on Monday following 
his death, many shoe men, including 
officers of the state association, attend- 
ing. 


About People 


Louis J. Fuller Out of McFarlin's 


ROCHESTER, N. Y.—Louis J. Fuller, 
for the past ten years buyer and man- 
ager of the children’s shoe department 
of McFarlin Clothing Co., 195 Main 
Street East, resigned that position Jan. 
12 and is now on a trip for his health. 
Mr. Fuller formerly conducted the 
Fuller Children’s Bootery. Lester V. 
Watson, buyer of men’s shoes, will 
henceforth conduct and buy for both 
departments. 


George E. Smith Chosen 
as York Association President 


York, Pa.—George E. Smith, vet- 
eran member of the York Shoe Retail- 
ers’ Association, was honored for his 
long and faithful service in the or- 
ganization’s work with election to the 
presidency at the January meeting of 
the association held on Monday, Jan. 
14, in the G. R. Kinney Shoe Store. 
Other officers elected at the same time 
were: Vice-president, Samuel Bruegge- 
man, dean of all the local shoe men; 
secretary, Charles Martin, and trea- 
surer, Samuel Brueggeman. Mr. Martin 
was elected for his eleventh term. 

Edward Reineberg, president of the 
Middle Atlantic Shoe Retailers Asso- 
ciation, gave a report at the meeting 
on the National Shoe Retailers show 
in New York City, which he attended. 
Mr. Reineberg reported that the shoe 
merchants he contacted at the Nationa] 
were very optimistic for the Spring 
and Summer season. He also told some- 
thing of the plans for the annual 
business convention and style show of 
the Middle Atlantic to be held at At- 
lantic City on January 20, 21, and 22. 
He asserted the association will have 
more styles of shoes on exhibit this 
year than in the past four or five 
years. Every member present at the 





VIEWPOINT 


Panco Sta-Tite is flawless. Its clean, 


\ 


i {ff good-looking “nailless” design at- 


tracts attention — Its wire mesh, 
embedded in the base, holds nail 
heads firmly, and nearly doubles 
wearing thickness. It fits snugly 
under all conditions. It is a heel with 
talking points that help sell shoes—a 
heel that makes enthusiastic wearers. 
With all these advantages, Panco 
Sta-Tites cost no more than any good 
quality heel. Specify them on your 
next order. 


PANTHER PANCO CO. 


CHELSEA, MASS. 


PANCO 


STA-TITE 


CACHES 
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Hosiery Protectors 
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STOCKING HEEL PROTECTORS 


Will not buckle 
e or slide in the shoe bd 


Formed of one piece and toured to fit 
the heel at both the back ‘and th the sides. Per- 
fect fit is secured by cutting this protector 
on the same pattern as s' factories use in 
cutting counter linings for shoes. 


Send for 
FREE 
SAMPLE 


$1.60 Dozen 
$18.00 Gross 


A 
J 
Za & were. be 
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Riding Boots 
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A Sree asi OF STYLES IN 
STOCK AND CUSTOM MADE 


Riding, Comboy and Lace Boots ) 
H. J. | JUSTIN & SONS, Ine. 
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JUSTIN BOOTS if iy 











meeting indicated an intention to at- 
tend the regional convention. 

Ellis Swartz, of the International 
Shoe Company, spoke at the meeting 
on “The Style Trend for 1935.” 
Michael Britcher, spoke on men’s shoes 
and Louis Leibowitz read a prepared 
paper on “The New Innovation in the 
Tanning Industry.” 

Mr. Smith, is accepting the presi- 
dency of the association, gave an out- 
line of the educational program he 
hopes to carry out in the 1935 season. 
He plans to bring well-known speakers 
to York to discuss economics and all 
angles of co-relation to buying power 
of the public. The public will be ex- 
tended an invitation to attend the meet- 
ings and participate in the open forums 
which will follow. 


Miller United Holds Banquet 


CLEVELAND, OH10—The Miller United 
Shoe Co. held its fortieth annual ban- 
quet for employes at the Gypsy Gar- 
dens here on Dec. 26. E. W. Gal- 
lagher, district manager, and Alex 
Rosenberg, west side manager, were 
in charge of arrangements. 
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Beauty in Shoes 


Miss Delman—1!935—seated in the 
largest shoe and holding the smallest 
shoe at the convention of the National 
Shoe Retailers Association held re- 
cently in New York. 


Dorfman's. Doubles Shoe Space 


BEAUMONT, TEX.—Due to the in- 
crease of sales in their shoe depart- 
ment, Dorfman’s Inc., of Beaumont, 
Tex., have doubled the size of the space 
and the number of employees formerly 
used. Fully satisfied with the 1934 
business and being very optimistic of 
business in 1935, Dorfman’s, Inc., has 
lost no time in preparing for a banner 
year. 

A foot comfort department has been 
opened, featuring Tarsal Tred Health 
Shoes and a complete supply of Dr. 
Scholl’s Foot Appliances and Remedies. 

Dorfman’s, Inc., has just been se- 
lected as the exclusive agency for Bob 
Smart Shoes. The men’s shoe depart- 
ment also features Foot Fashion shoes. 

The children’s department carries 
the Red Goose, Robin Hood, and Gilt 
Edge lines of shoes. Realizing the im- 
portance of correctly fitting children’s 
feet, Dorfman’s, Inc., has made every 
effort to secure the most modern shoe- 
fitting instruments and only expert 
salesmen. 

In order to carry a complete line of 
every type of shoe, E. J. Goldstein, 
manager and buyer for the shoe depart- 
ment, has made an extended trip to 
the various shoe conventions and shoe 
markets. 


New Store for Newark 


NEWARK, N. J.—The Miles Shoe 
Company of New York City, which 
operates a chain of stores in the East, 
has leased the one-story and basement 
building at 418 Springfield avenue. 
After complete alterations the store 
will be opened about May 1. 
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November Shoe Production 


WASHINGTON, D. C.—Shoe produc- 
tion figures for the month of Novem- 
ber, 1934, just released by the Bureau 
of the Census, indicate a decrease of 
17.4 per cent from October and a de- 
crease of 0.6 per cent from November, 
1933, in total shoe production for the 
month. For the eleven months’ period, 
January to November, inclusive, 1934 
production leads that of the correspond- 
ing period in 1933 by the slight mar- 
gin of 0.3 per cent. 

The total production of boots, shoes 
and slippers, other than rubber, in No- 
vember, 1934, amounted to 23,556,028 
pairs. Women’s shoes totaled 6,088,176, 
as compared with 8,707,077 in October 
and 6,783,316 pairs in November, 1933. 
Men’s dress shoe production was 
4,778,566 pairs as against 5,544,088 in 
October and 4,886,166 in November, 
1933. Boys’ and youths’ shoe produc- 
tion totaled 1,251,852 in November, 
1934, as compared with 1,511,952 in Oc- 
tober and 1,515,458 in November, 1933. 
The November, 1934, total for misses’ 
and children’s shoes was 2,267,578 
pairs, as against 2,771,061 pairs in 
October and 1,973,950 in November, 
1933. 
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Junior Boots 


Boston, Mass.—Junior models of 
Winter sport boots, for boys and girls, 
are selling here, they being of the ankle 
high lace pattern, with a slashed col- 
lar around the top and having a water 
resisting sole. They are useful for 


* school wear when the weather is rough. 


Would You Like to Be 
Pinched by a Spatted Cop? 


SALEM, Mass. — Black spats, for 
policemen to wear when on duty, have 
the approval of City Marshal Hark- 
ins, and officers now are spatted. 
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¥% Nothing so clearly and instantly reveals the 
financial condition of a shoe store as its floor 
coverings. Thousands of treading feet sense the 


luxury of fine carpeting, as thousands of eyes 


till 


unerringly seek out every tell-tale sign of wear. 


iy 


So shoe retailers are quick to replace rugs and 
carpets at the first sign of wear. They recognize 
that floor coverings are a necessary expense, but 
more and more of them are learning that floor 
coverings are not necessarily an expensive 
necessity * * For, in Mohawk Rugs and Carpets, 


they find quality, service, and beauty at the right 


Tree your shoes with Fairy Forms. Window shop- price. Fine rugs, fine carpets, a thoroughly ex- 
pers will turn into customers, because correctly 
styled shoes, smartly displayed on these attractive perienced advisory service, at no extra cost, and 
forms will bring more buyers into your store than 
ever before. a willingness to cooperate are all Mohawk attri- 


Flex-To-Fit Fairy Lasts, especially suited for all 


strap and oxford models are made in the follow- 
ing colors: Lavender, Pink, Yellow, Blue, Green, a ; ( 
Red, Black and White. giving the impression of your store that you want 


butes. x * Inspect your floor coverings. Are they 


to give? Replace at the first signs of wear. And 


‘Ti in replacing take full advantage of Mohawk 
alry LOVINS 
oe Sell ~- 


quality, service and price. 
’ \ Nhioe z ‘4 


* 


SHOE FORM Co., Inc. | worawk CARPET MILLS 


AUBURN, N. Y. GENERAL SALES OFFICE: 295 FIFTH AVENUE, N. Y. 


Manufacturing Branches REGIONAL SALES OFFICES 


United Last Co, Ltd., Montreal, Canada Atlanta Boston Chicago Dallas Denver DesMoines Detroit 
Northampton Paris Frankfort e ; 


England France Germany 
Melbourne, Australis Mexico City, Mexico High Point Los Angeles Philadelphia San Francisco Seattle St. Louis 


1935, Mohawk Carpet Mills, Inc. 
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Shoe Trees 


8 6 hh oe eT 


QUICK PROFIT ITEM - 00: 


SIMPLEX SHOE TREES ys 


SELF ADJUSTING} > 
A Gentle Squeeze YY ais 
Inserts or Removes one Haute 
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suet TREE § CO. 


6 8 hh 8 a PE 


Children's Footwear 
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MRS. Bats IDEAL BABY SHOES 

infants’ Soft Soles...0-3 

intermediates 4-5 

Flexible Hard Seles. .2-8 

Send for In-Stock 
Catalog 

MRS. DAY'S paSAt BABY 
Locust St. 








Danvers, Mass. 
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Bowling Shoes 
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BOWLING SHOES 


PRICE 
Men's Women’s Oxfords— 
$2.35 $2.25 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 


BROOKS SHOE MFG. CO. 
Swansen & Ritner Sts., Philadelphia 


Ne. 224 








New Store in Pasadena 


PASADENA, CALIF.—A new shoe store 
under the name of Kirby’s Shoe Store 
has been opened at 195 East Colorado 
Street by the Brasley-Kreger Shoe 
Company, a company headed by Mrs. 
B. B. Cohen with 23 stores in various 
towns and cities in southern California. 
The new store has a 25-foot front and 
a depth of 150 feet. There are 32 chairs 
for adults and a separate department 
for children. E. S. Wolfe is manager. 
He was formerly with Wetherby- 
Kayser. 

This same company is also open- 
ing a new store at Bakersfield, Calif., 
of similar size. Medium price range is 
maintained in all Brasley-Kreger 
stores. 
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Novel Shoe Display at St. Louis 


Exhibition room at the National 
Shoe Display, St. Louis, by Compo Shoe 
Machinery Corporation. The room was 
laid out in sections, each one simulat- 
ing the window of a retail store. Shoes 
under the different Compo divisions 
were displayed, including the straight 
Compo shoes, single-sole shoes made by 


the Sbicca Method, and the latest Com- 
po development, the men’s welt shoes 
with heavy soles and extension edges. 
The Compo room was a center of inter- 
est, not only because of the variety of 
shoes, but also because of the striking 
way in which they were displayed. 
It attracted many visitors. 





Leather Prices—Pro and Con 


[CONTINUED FROM PAGE 17] 


for any general advance in prices for 
the next six months. If they continue 
this same attitude, I believe that will 
be the best warrant to expect a more 
profitable year than 1934.” 

High-lights of the New York and 
St. Louis shows were presented by Edi- 
tor Anderson, who called attention to 
the increase in optimism at both, to the 
fact that two simultaneous shows 
should not be held and to the further 
fact that, of the two, the New York 
show seemed to him to have developed 
the most for the good of the industry. 
He cited as significant the statement 
of former President Roger A. Selby of 
the National Boot and Shoe Manufac- 
turers’ Association, to the effect that 
retail inventories are 15 per cent below 
what they should be for normal busi- 
ness; the advice of President M. A. 
Mittleman of the National Shoe Retail- 
ers’ Association, to increase buying 20 
per cent. Other interesting features, 
he pointed out, were the increased in- 
terest in feature shoes, the discounting 
of bills by merchants, the prospects for 
a largely increased buying of sport 
footwear this year, and the lessened 
stress on price as a final and deciding 
factor. 


Mr. McWeeney gave a comprehensive 
survey of men’s styles for Spring and 
Summer—discussing leathers, patterns, 
lasts and colors by percentages. He be- 
lieves it would be a great mistake to 
show sport shoes too early this year 


“because, with a late Easter, there will 


be an opportunity to sell other shoes 
before the advent of that holiday. 
“Hold off your sports,” he urged, “until 
Easter. Before Easter and after Win- 
ter has gone, there will be a chance to 
sell regular footwear in grains, per- 
haps, or buck and buck effects, to re- 
place the shoes which have been worn 
under rubbers and overshoes during 
the cold days.” 

Eloquent tribute was paid to the late 
Thomas F. Anderson in a resolution 
prepared by C. C. Hoyt and Everett T. 
Packard and adopted by a rising vote— 
a tribute “to this fine gentleman and 
citizen with whom we have been so 
closely associated over this long period 
of years; but we have the consolation 
of knowing that during his entire life, 
no deed of his has ever cast. the slight- 
est reflection upon his reputation or 
that of the industry he represented.” 
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98 Per Cent of Total Shoe Sales 
in Seven States 


WASHINGTON, D. C.—About 58 per 
cent of the total shoe store sales in 
1933 were reported from the seven 
states comprising the Middle Atlantic 
and east North Central division, ac- 
cording to a report of the Census of 
American Business. The states of New 
Jersey, New York and Pennsylvania in 
the Middle Atlantic division had sales 
totaling $145,832,000, or 34.35 per cent 
of the $424,592,000 total of the United 
States. The states of Illinois, Indiana, 
Michigan, Ohio and Wisconsin, com- 
prising the east North Central divi- 


sion, had sales of $96,896,000, or 22.82 
per cent of the United States total. 
But this high total of shoe sales in 
those seven states is easily understood 
when it is realized that those states 
have almost half of the total popula- 
tion. The 1930 census figures show 
that their populations totaled 51,557,- 
935. The 1930 population of the 
United States was 122,775,046. Cli- 
matic conditions and manner of liveli- 
hood have much to do with the sale 
of shoes, but the number of shoes cor- 
responds closely to the number of feet. 


Net Sales and Per Cent of United States Total 


GEOGRAPHIC 
DIVISION 


United States 

New England 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 
East South Central 
West South Central 
Mountain 

Pacific 


NET SALES 
(1933) 
$424,592,000 

39,497 
145,832,000 
96,896,000 
33,660,000 
34,651,000 
12,738,000 
20,820,000 
6,000,000 
34,498,000 


PERCENT OF TOTAL 
1933 1929 
100.00 100.00 

9.30 8.19 
34.35 34.43 
22.82 24.71 

7.93 7.63 

8.16 6.99 

3.00 2.98 

4.90 4.83 

1.41 1.54 

8.13 8.70 


,000 





Early Spring Shoes 


Detroit, MicH.—Spring promotions 
on shoes should be started early this 
year according to William Adams, 
manager of the women’s departments 
of R. H. Fyfe and Company. The 
Detroit store has usually started 
Spring items about Feb. 15, but the 
date is being advanced this year to 
January 15. An advance shipment of 
a large quantity of Spring shoes was 
received recently and placed in stock. 


Small Houses Used 
As Display Units 

Satt Lake City, UtaAH—The Auer- 
bach Department Store’s Shoe Depart- 
ment, Broadway at State Street, have 
erected a clever framework of the kind 
of a house we used to draw in school 
and used squares of the house as in- 
dividual settings for Christmas slip- 
pers. Two of these houses were used 
in the department. 


New Shoe Department 


MUSKEGON, MicH.—Lahey’s, Inc., 232 
W. Western Avenue, has opened a met- 
ropolitan shoe department, featuring 
moderate priced shoes. William P. 
Lahey is president of the company. 
Robert Jolman, formerly of Muskegon, 
but until recently manager of a simi- 
lar store in Kalamazoo, Mich., is re- 
turning to Muskegon to be manager of 
the new department. 


Feder-Gregg Reorganized 


CINCINNATI, OH10—The Feder-Gregg 
Shoe Company, formerly at Gest and 
Evans Streets, has been reorganized 
into the Feder-Gregg Shoe Co., Inc. 
The original Feder-Gregg Shoe Co. 
went into receivership a few months 
ago and the new company is taking 
over the business and affairs of the 
original company. 

The incorporators are: C. Randolph 
Darnell, Joseph A. Segal and Juanita 
Nagel. Capital stock is $25,000. There 
are 265 shares with no par value. 


Joins Bleecker Sales Force 


New York, N. Y.—Larry L. Lebo- 
witz, salesman, formerly with Lazarus 
Fried & Sons., Inc., is now connected 
with Bleecker Shoe Company, of Duane 
Street. 


Open Foot Comfort Store 


PATERSON, N. J.—Murray Rosenberg, 
formerly of Stenchever’s Shoe Store, 
Paterson, and Herman Rosenberg, for- 
merly with Wise Shoe Store, have 
opened a Foot Comfort Store at 203 
Main Street, Paterson, N. J. They are 
featuring Dr. Scholl’s services and also 
men’s and women’s scientifically made 
shoes from $6.50 to $10. The store is a 
modern store containing three booths 
for personal service. Both men are ex- 
pert shoe fitters. 
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Calls Travelers 
"Forgotten Men" 


CoLuMBuUs, OHIO — The Ohio Shoe 
Travelers Association is circulating a 
letter to all the shoe travelers’ asso- 
ciations which are affiliated with the 
National Shoe Travelers Association, 
urging them to take action in obtaining 
proper recognition of the commercial 
traveling men. All Ohio representa- 
tives in Congress have been urged to 
see that the traveling man is accorded 
the justice due him. Officers in other 
associations connected with the 
N.A.T.A are being asked to take simi- 
lar action. 

This letter bears the signature of 
President J. J. Kaltenbrun and Sec- 
retary-Treasurer E. C. Bigelow of the 
Ohio body. It reads, in part: 

“One of the most talked about ob- 
jects of the National Recovery Act 
was the stabilization of employment. 
This has been attained in certain fields 
and among certain classes; however, it 
has not only failed in certain direc- 
tions but has left those affected ad- 
versely worse off than they were be- 
fore N.R.A. 

“White collar classes have been pro- 
tected where they have been or are 
employed in or on the premises of a 
business, factory or establishment, but 
the commercial traveling man is surely 
the ‘forgotten man.’ No provision was 
made to throw any safeguards about 
his way of making a livelihood .. . he 
is a victim of circumstances over which 
he apparently has no control. No one 
has championed his cause in this laud- 
able attempt to stabilize employment. 

“The chain store is still the greatest 
evil confronting.the outside traveling 
man, ‘ 

“We’ve got the production... 
what we need is distribution—that is 
the cry. Well, we won’t have distribu- 
tion, widespread intensive distribution, 
without the traveling man. And you 
can’t have the traveling man under 
present discouraging conditions.” 


E. S. Hanna With 
Walter Booth Co. 


MILWAUKEE—E. C. Hanna, formerly 
of Shaft Pierce Shoe Co., now covers 
the Pacific Coast northwest territory 
for the Crosby Square line of men’s 
shoes made by Walter Booth Shoe Co. 
of Milwaukee. His many friends in the 
trade will be glad to know that he 
began his service for this fine organ- 
ization on Jan. 7. 


Kalisky Again Heads 
Los Angeles Travelers 


Los ANGELES, CAL.—At a meeting 
of the Shoe Travelers’ Association of 
Los Angeles, held Dec. 29, the follow- 
ing officers were elected for 1935: 
Joseph Kalisky, president; J. L. Par- 
rott, vice-president; Ned Dreyfus, sec- 
retary-treasurer. 
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“How nice 


they look inside!” 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 
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CLA/WIFIED ann WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. . . 








SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 











Experienced Salesmen 


to carry a well-established manufac- 
turer’s line of men’s and women’s 
BOUDOIR SLIPPERS — Satins, 
leathers, felts—padded soles. States 
of Illinois, Michigan, Ohio, Indiana and 
Pennsylvania. Also for the Pacific 
Coast territory. Commission basis. 
Applicants must be fully acquainted 
with the volume trade in the territory. 
State age, qualifications, reference, etc. 


Address E-120 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 











W ANTED—Shoe Salesman to handle line of 
medium-priced Pre-welt shoes and slippers, 
size 2 to 12, on commission. References re- 
quired. Address E-112, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





ALESMAN wanted on commission basis, by 

manufacturer of stitchdowns, prewelts and 
growing girls’ sport Mackay welts, for mid- 
western and western territory. Applicants 
must be able to produce volume, have had good 
past experience and be able to furnish refer- 
ences. Address E-121, care Boot Shoe 
eer. 239 West 39th Street, New York, 


aN. 





WANTED: Experienced salesmen to represent 
a fast selling line of moderate priced men’s, 
women’s, misses’ and children’s style and staple 
shoes on straight commission. Territory open— 
Minnesota, Michigan, Kansas, Iowa, Texas, 
Louisiana, Kentucky and the Virginias. Ad- 
dress E-123, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 








Money in Foot Correction— 


BE A TECHNOPEDIST 


Our are buildi successful prac- 
tices in this new and dignified profession. 
Home Study Course, including working 
models and equipment, furnished at low cost. 
Eesy terms. rite. 

THE TECHNOPEDIC INSTITUTE 
140 Boylston St. Boston, Mass. 














Are You Interested in Having 


PermanenteSt. Louis Sample Room? 
will represent shoe manufacturers making 
Women’s Novelty, Arch Type, Sport Type Shoes, 
and Children’s Shoes. Have excellent contact with 
all volume buyers and chain stores; also can reach 
all sized retailers doing business in this market— 
Al references. address E£-124, care 

BOOT & SHOE RECORDER 
1627 Locust Street, St. Louis, Mo. 

















MANAGER WANTED 


WANTED by large successful New England 
retail shoe concern, capable manager. Must 
have good experience in retail selling, window 
trimming, able to manage help, have knowledge 
of merchandising, and record of real accomplish- 
ments. Excellent pay, good chances of advance- 
ment for capable energetic man. Write full 
particulars. Address E-122, care Boot & Shoe 
a aaa 239 West 39th Street, New York, 











FOR SALE 





OR SALE—Fully equipped modern paying 

shoe store. Best standard lines. Small thriv- 
ing city in Central New York. Will reduce 
stock to suit purchaser. Address E-125, care 
Boot & Shoe Recorder, 259 West 39th Street, 
New York, N. Y. 











New Edison Store 


SPOKANE, WASH.—Preceded by a big 
improvement program, the Edison 
Washington Stores, a subsidiary of the 
Edison Brothers Stores of St. Louis, 
Mo., are opening a new shoe store in 
this city, March 1. A fine location has 
been selected at W. 612 Riverside, which 
is being prepared with extensive re- 
modeling for the merchandising of 
shoes against a most attractive modern 
background. A program of expendi- 
tures calling for the outlay of $10,000 
to effect renovation of the store has been 
launched. 








EXPERT SHOE FITTER 


To manage locai agency for national 
distributors of famous and most 
talked of line of corrective shoes op 
market. Man selected must be high 
type, good appearance, have knowl- 
edge of practipedics and must be ex- 
pert fitter. To ambitious man possess- 
ing qualifications we will give full co- 
operation in developing permanent and 
highly profitable business of his own. 
Write, stating qualifications and ex- 
perience. Confidential. 


Address E-104, Care 
BOOT & SHOE RECORDER 
140 Federal Street, Boston, Mass. 











Goodman Made Manager 


PASADENA, CALIF.—M. J. Goodman is 
the new manager of Maxime’s Shoe de- 
partment here, owned by The Wohl 
Shoe Company, succeeding H. J. Han- 
son, resigned. 

Mr. Goodman was formerly with The 
Vanity Slipper Shop at 6500 Hollywood 
Boulevard, Hollywood. 

The department in Maxime’s here 
has recently been increased in size ap- 
proximately 35 per cent, new shelving 
being added and new chairs being in- 
stalled. 


New Front for Mack Store 


NEWCASTLE, IND.—The Mack Shoe 
Store here has installed a new front. 
The building in which the store is lo- 
cated is one of the oldest in the city 
and the construction of the new front 
and display windows of the latest de- 
sign add greatly to the appearance of 
the business district. 





mum charge 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@eg 
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WANTED TO PURCHASE 





DISPLAY SERVICE 











CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 





New sail 


Pouy Cup 


MERCHANTS’ NEEDS 
for Price Tickets 
$4.00 $2.25 


ni lf gross 


gro 
Tilts at any angle 








M.D. POLLINGER CO. Holland Bidg., St. Louls, Mo. 











CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, oie, Beck, 
Saks—5th Avenue, Melville, Bostonian, 

BARIS SHOE COMPANY, heel 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 








Buyers of Surplus Stocks 


We will buy surplus or entire ate of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








WE BUY 
lus Wholesale and Retail 
randed Shoes such x. 


Entire or Su 
Stocks. Also 
Walk-Over, Florsheim, Enna-Jettick, 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 

















Shapiro Sales Co. to Handle 
Great Western Line 


The Shapiro Sales Co., who have so 
successfully sold the product of the 
Weyenberg Shoe Mfg. Co. of Milwau- 
kee, under the name of “Portage,” dur- 
ing the past several years, have been 
appointed to take over the sale of the 
Great Western Line, of men’s and boys’ 
shoes, a branch of the above concern, 
selling to the volume buyers. The 
Shapiro Sales Co. will continue their 
offices in the Marbridge Building, Room 
944, where a very elaborate display of 
the entire line will be shown. 


Bailey's Providence Uses Radio 


PROVIDENCR, R. I.— Bailey’s Shoe 
store has launched a series of radio 
spot broadcasts from which they report 
good sales results. The store, recently 
removed to a new, larger location, is 
broadcasting its new location through 
these announcements. 


Now on the air for about three 
weeks, Reuben Rosenwald, manager, re- 
ports good results. One spot announce- 
ment is given daily for the six days of 
the week. These are general im na- 
ture, featuring seasonable merchandise 
and their new location. 





HOTELS 











Adopts Resolutions on Codes 


New YorkK—Two important resolu- 
tions were authorized by the Board of 
Directors of the National Boot and 
Shoe Manufacturers Association at its 
meeting in St. Louis, Tuesday evening, 
Jan. 8, 1935. 

One of these resolutions requested 
the President of the United States to 
consider the advisability of requesting 
Division and Deputy Administrators of 
the National Recovery Administration 
to appraise the relative merits and ac- 
complishments of all Code authorities, 
with the object that such Codes and 
Code authorities that are functioning 
may be encouraged to continue without 
uncertainty, fear of change and con- 
tinued interference, and in order that 
the Government might concentrate its 
attention on such Codes and Code au- 
thorities that are not showing reason- 
able progress. 

The second resolution referred to the 
publication of names of alleged viola- 
tors of the Code, which is believed to 
have worked an injustice on some in- 
dividuals in the industry and suggested 
that the publication of exaggerated 
statements calling attention to alleged 
violations interferes with the securing 
of compliance and Code administration. 


New Shoe Firm 


BEVERLY, Mass.—Beverly Shoe Co. is 
starting at 101 Rantoul Street to make 
from 25 to 30 cases of shoes for women 
daily, James Banash being president, 
and Samuel L. Geller, treasurer. Mr. 
Geller was of Geller, Mees Co., Lynn, 
which recently liquidated. 
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Novel Advertising Piece 


Los ANGELES, CAL.—A novel adver- 
tising piece used as a mailing insert 
with monthly statements of account 
has done a good job for Desmond’s, this 
city, in promoting “Luggage Grain” 
shoes, commonly referred to as “Kiltie 
Grain,” the former name being the 
trade name adopted for the five fine 
Desmond’s stores, men’s stores. 

The piece was a cut-out represent- 
ing a traveling bag and on the outside 
were these few words, just enough to 
arouse curiosity and prevent the piece 
from being thrown into the waste- 
basket: “It’s in the Bag for Fall— 
LUGGAGE GRAIN!” 

When the “bag” was opened pinned 
to the first page was a square inch of 
the leather in question and around it 
pictures of the five models in a certain 
high class men’s shoe made from this 
leather. 

On the inner side of the “bag” was 
a little descriptive matter representing 
it as an “all-occasion” leather, semi- 
grain “with all the plump manliness 
and sturdy wear of an Englishman’s 
kit bag, from which it was actually 
taken.” It was spoken of as soft and 
pliable, of friendly texture and prac- 
tically scuff-proof. 

The last page, which was the other 
side of the “bag,” carried the name of 
the manufacturer and nothing else. 

In the Wilshire Avenue store there 
has been a big demand for this leather, 
states R. D. McClelland, assistant man- 
ager. 
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To 
Our Advertisers 
In This Issue 





FLORIDA is recognized in the world of 

fashion as a proving ground for Summer 
Styles. That which is accepted by the smart 
folk who congregate at Palm Beach and 
Miami in January and February is likely to 
set the pace in fashion the country over 
when warm weather comes. Keen buyers, 
therefore, watch Florida closely at this time 
of year, and one of the events they consider 
especially significant is the elaborate fashion 
show staged each year in January by the 
Burdine store, Miami. BOOT AND SHOE 
RECORDER'S Florida correspondent has sent 
us a special article on this fashion story, and 
we feature it next week, together with in- 
teresting illustrations of the favored styles 
in shoes. 

Ruth Harrington will write of Spring 
hosiery, another subject of timely importance 
now, when buyers are faced with the prob- 
lem of selections in this important accessory. 
All in all, it will be an issue full of interest 
for every merchant who is busy with next 
season's plans. 





Published by BOOT and SHOE 
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BOOTS AND SHOES 


AULT-SHACKFORD SHOE CO., Auburn, Me 

BROOKS SHOE MFG. CO., Philadelphia, Pa 

BROWN SHOE COMPANY, St. Louis, Mo 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 

DAINTY MAID SLIPPER CORP., Brooklyn, N. Y 

ENDICOTT-JOHNSON CORP., Endicott, N. Y 

EVANS' SON, L. B., CO., Wakefield, Mass 

GREEN SHOE MFG. CO.., Boston, Mass 

HANNAHSONS SHOE CO., Haverhill, Mass 

JUSTIN, H. J., & SONS, INC., Fort Worth, Tex 

KIRKENDALL BOOT CO., Omaha, Neb 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 

OWENS SHOE CO., Salem, Mass 

PETERS, Branch of Int. Shoe Co., St. Louis, Mo 

Re SU ts Mg CIO VIR eon ic cee cece eee ne er detecsonseeeee 
ROBERTS, JOHNSON & RAND, St. Louis, Mo 

SWAN SHOE CO., Baltimore, Md 

VAUGHAN-TOWLE CO., Wakefield, Mass 

WINTHROP SHOE COMPANY, St. Louis, Mo........... 00.0 cece cece eee tee ees : 


" LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Standard Kid Div., Boston, Mass 

EINSTEIN, J., INC., New York City 

EVANS, JOHN R., & CO., Camden, N. J 

GOODYEAR TIRE & RUBBER CO., Akron, O 

HUBSCHMAN, E., & SONS, Philadelphia, Pa 

KISTLER LEATHER COMPANY, Boston, Mass............... 0: cece ee cence nneeeeees 39 
OHIO LEATHER CO., Girard, O 3rd Cover 
PANTHER-PANCO CO., Chelsea, Mass 

SETON LEATHER CO., Newark, N. J 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LITTLEWAY PROCESS CO., Boston, Mass 
SPAULDING FIBRE CO., No. Rochester, N. H 
UNITED SHOE MACHINERY CORP., Boston, Mass................-..- 


SHOE ACCESSORIES 


DORN & BADGER CO., Cleveland, O 
POLLINGER, M. D., CO., St. Louis, Mo 
SCHOLL MFG. CO., Chicago, Ill 
SIMPLEX SHOE TREE CO., Chicago, III 


STORE EQUIPMENT 


FLEISCHMAN ART, INC., New York City 
MOHAWK CARPET MILLS, New York City 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa 
SHOE FORM CO., Auburn, N. Y 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

HOTEL LENNOX, St. Louis, Mo 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

BAAN MAL Tem BG. Wiens Maw York City... ... 2... ccc ce ccc crc c nec cc cc vtccecce 
eR ces ca cles oe vie seckoecbepbessnecees . : 
TECHNOPEDIC INSTITUTE, THE, Boston, Mass........................ Ch ae 
WILLMARK SERVICE SYSTEM, INC., New York City 
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This shoe, made in 
London Brown Kid, 
Quaker hey ! No. 20, illus- 
trates the kid shoe on the 
modified custom last that 
is becoming a factor in 
men’s sales. 

Shoe designed by 

Evelyn Ziniti 


Th 
- on 


KID SHOES FOR MEN 
TAKE TO YOUTHFUL LASTS 


The Kid shoe shown here is made on a “‘modified stocked kid shoes on this type of last, and 
custom’? last—the type of last that is at present report very satisfactory sales. This is a definite 
in fashion for all varieties of men’s shoes. indication that kid is making its way into the 
Important manufacturers of men’s shoes have fashion picture, for men as well as women. 


When you order kid for your men’s shoes, you’ll 
need firm, plump leather, that will stand wear. 


QUAKER CITY TANNAGE 
v v 


You'll need the browns : And you'll need a true, 
that are established suc- deep black, that is black 
cesses in kid shoes for eS all the way through: 


MEXITAN QUAKER 


No. 10 IS CITY 





LONDON BROWN e, BLACK GLAZED 
No. 20 ‘ A | KID 


REGISTEREO 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 


Vol. 106. No. 22. Published every week by the Boot and Shoe Recorder Publishing Co., 239 W. 89th St., New York, N. Y. Entered as second class matter, Sept. 10, 1925, 
at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
















































































Wirt ARIS 
UES WiHITEST WEUTES’? 


Probably through our own fault, there re- 
main even yet some retailers who think 
“THE WHITEST WHITES” are solely white 


cabrettas. 


That was true for many years—but not in the 
past decade. In recent years, and particu- 
larly today, the charts on these two pages 
briefly tell the story. 


G, HsVOIR CO.» INC. 


Tanners over 59 Years 


GLOVERSVILLE NEW YORK 


MOTNTETITTTATATTAAIT 








Meh 





Combined, “THE WHITEST WHITES” 
represent the world’s greatest production 
of white leather—the triumph of special- 


ization. 
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GENUINE 
white glazed 
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88% of LEVOR'S 
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THE BUX lor * 


| hidden hr vom wuew 


yet vitally important 
to the appearance and 


i 


comfort of the shoe. 





THE QUALITY BOX TOE | 
(GAC 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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TWO NEW HEALTH SPOT STYLES 
FOR WOMEN 


THE «+ BUNION” SHOE 


THE GYPSY TIE 


gagnes | ; \ . pa 


OFF 
LAST nee est No. OG 


S059 — iN mn \h S084 
Black Kid . 
Black Kid 
14/8 Heel 12/8 Heel 


This newest of women’s HEALTH 
SPOT patterns has plenty of style 
without sacrificing any of the 
HEALTH SPOT construction fea- 
tures for foot comfort and foot 
health. Made over the new Muse- 
beck RELAX last that gives added 
width through the ball, while pre- 
serving a neat appearance. Perfora- 
tions go clear through giving good 
ventilation and making this an ex- 
cellent number for spring. Kid lin- 
ing throughout. Made to order in 
Brown Kid, Style Number S054 and 
for summer it is beautiful in White 


Kid, Style No. SO58. 


This new improved BUNION shoe 
has every feature designed to give 
relief and comfort to people suffer- 
ing from bunions. It is made over 
the famous Brouwer Research Last 
No. 88 which gives plenty of room 
through the ball of the foot. The 
six eyelet tie pattern laces the foot 
back in the shoe removing pressure 
from the forepart and preventing 
the foot from slipping forward in 
the shoe. Note the one-piece vamp 
and tongue—no seams to bind. Also 
note the absence of any stitching 
that might cause pressure in the 
bunion region. 


There is a merchandising plan back of Musebeck HEALTH SPOT SHOES 
that moves them onto suffering feet at $10.00 per pair. You buy them for 
$5.25 less 5% discount. We have two merchandising ideas that actually give 
results; selling on the average of 50 pairs per day in one store. Write for the 
complete story of the “teacher plan” of HEALTH SPOT SHOE window back- 
grounds and how to definitely reach those people who are suffering with 


their feet. 


HEALTH SPOT SHOES are manufactured in Canada by the Murray Shoe Co. 
of London, Ontario and HEALTH SPOT BOOTS are being made by H. J. 
Justin & Sons, Inc., 320 South Lake St., Fort Worth, Texas. 


MUSEBECK SHOE COMPANY 


Danville, 


Illinois 


When writing advertisers please mention Boot and Shoe Recorder 
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‘Liftfleway 
Lockstitch 
Shoes" 


Flexible 





| 
Smart | 


Practical 








New and improved methods 
of construction are skilfully 
combined to produce this 


modern SEWED SHOE. 


Their increasing popularity 


is significant. 





LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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“2 LEATHER WORK SHOES 
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MI SHAWAKA RUBBER & WOOLEN Mre.Co. 
BALL > BAND 
MISHAWAKA, INDIANA 
Season 1935 
TO THE TRADE : 


The demand for BALL-BAND during the past year has more than justi- 
fied the statement dn our letter of a year ago that "consumers are 
again seeking quality jn rubber footwear". This movement is now 
jn full swing, and, after all, how much more satisfying 4t is for 
you to sell and your customers to use fine, dependable footwear. 
For nearly fifty years here at the BAL -BAND factory» 
learned from e that “it pays to puild the pest". 
have built uP a total of 60, 
BALL-BAND wearers. More, we get 2 10 
the fine things that are said about BALL-BAND 


and Woolen Footwear. 


dealers know that mit pays to sell the pest". It is their exX- 
BALL-BAND stays sold and prings satisfied customers 
their stores time and again -- which of course, 


profits and constantly jncreasing good-will. BALL- 


the most widely gavertised line of rubber footwear, and our new 


advertising and sales helps are free to every dealer. 


BALL-BAND Footwear know that mt pays t 
ry step costs less". They have learned by @ 
e is no gubstitute for correct design, fine mat 


expert workmanship. 


ow you the finest jine of 
hen you Look it over, you 
In the mean- 
+11 drop us a 
line. Don't miss what 
he has to show you 
very truly yours, 


MISHAWAKA RUBBER & WOOLEN MFG. co. 


THE BAI 7 < a 
L-BAND SALESMAN IS ON HIS WAY TC . 
Y 


ig 
Merchants in New En land and Greater New York should write Dunham Bros. Co. Brattleboro, Ver mont 
’ 
’ 
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BRAUER BROS. SHOE CO. 
OPENS NEW YORK OFFICE 


529 
MARBRIDGE BUILDING 


PHONE: WISCONSIN 7-6296 

















On February 2nd we opened an 
attractive office and sample room 
in the Marbridge Building for the 
convenience of our friends and 
customers in the New York dis- 
trict. 











Frank Flood is in charge. He 
extends a cordial invitation to all 
shoemen to visit him and to 
inspect our line of Paradise 
Shoes and Tango Pumps. 









BRAUER BROS. SHOE Co. 
ST. LOUIS MISSOURI 















When writing advertisers please mention Boot and Shoe Recorder 








